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UNITY'S 


UNIQUE 
IN ST. LOUIS 


HEADQUARTERS FOR L.P. GAS INFORMATION SINCE 1931 


Marshall Cook shows you 
How you can earn $10 to $12 more a year from each customer 


The pictured demonstration unit con- 
sists of a small bottle of LP-Gas piped 
to a Rockwell meter and a ‘‘mini- 
pilot”’ burner. 

It proves conclusively that Rockwell 
meters will accurately measure tiny 
pilot light flows of 100 Btu’s per hour. 
No other meter can match ii! 

Such a fine degree of low flow accu- 
racy assures you of continuous income 


even when appliances are not in use. 
It can bring an extra profit margin of 
$10 to $12 a year from each service. 
Our representative will be glad to 
demonstrate and prove this to you. If 
you are already using meters ask him 
to quote our liberal trade in allowance 
on old meters. Write us and he will 
see you. Rockwell Manufacturing 
Company, Dept. 78-L, Pittsburgh 8, 


Pa. In Canada: Rockwell Manufac- 
turing Company of Canada, Ltd., Box 
420, Guelph, Ontario. 


LP-GAS VAPOR METERS 


another fine product by 


ROCK WELL® 





Separate fittings make 


HACKNEY systems 
ore profitable for you 





Separate i.ttings, shoulder-mounted on the tank, mean more profits 
for you when you use Hackney LP-Gas systems. Controlled tests in our 
laboratory prove you fill faster because the separate filler valve fills 
directly into the vapor phase. And shoulder-mounting fittings save stretch 
and strain on delivery hoses, too. Faster filling and savings in operator 
time mean more calls per day—more profits for you. 

Hackney LP-Gas systems have the sturdy, tested construction that as- 
sures long life with lowest maintenance, greater safety and complete 
customer satisfaction. A bottom Chek-Lok is furnished for convenient 
evacuation, and for use in liquid withdrawal for filling motor fuel tanks 
on tractors, trucks, etc. Write for specifications on Hackney systems 


Popular 500-gallon shoulder- 3 
mounted system, Model $37-499. from 250 to 3360 gallons (W.C.). 








LP-GAS CONTAINERS FROM ONE POUND TO 30,000 GALLONS a 


ee dd 


fuel tanks for lift. truck 
cylinders systems trucks and tractors cylinders tank trucks transports bulk storage tanks 





-..We could prove to your satisfaction 
that you could make more money 
as an independent Skelgas LP-Gas dealer, 


.». would you be interested? 


S 
_ FILL OUT THIS COUPON AND MAIL TODAY == see see coe oe oe ee 





Mr. Don Barton 
Skelgas Marketing, Skelly Oil Company 
P. O. Box 436; Kansas City 41, Missouri 


Dear Mr. Barton: 


Without obligation, and in complete confidence, | would be interested 
in discussing the profit possibilities of an independent Skelgas Franchise 
with one of your managers. | am particularly interested in: 


l 
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I 

I 

l 
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[_] How to gain operating cash from accounts receivable. | 
[_] How to double my income without additional capital investment. 
[_] How to turn my bulk plant investment into an extra 150,000 gallons 
of gas business per year. 

[_] How to make a $2,000 investment I 
produce like $10,000. ] 
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| The ROBERTSHAW ww léGante wall thermostat 


)} with the new Best switch.. -operates in any 
“Position, requir es no leveling... 
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BEHIND THE SCENES 


We're not quite sure what it is, but it does use propane. 


What is it—and WHY? 


EVERYONE SHOULD HAVE A HOBBY, 
THE MAN SAYS. Some people spend 
their spare hours tying flies. 
Others spend weekends on the golf 
course in a futile pursuit of old 
man par. Some head for the bowl- 
ing alley every Wednesday night 
in equally futile pursuit of a per- 
fect 300. 

And then some people build cars. 
Why they think they can improve 
on Detroit we wouldn’t know. 
About the only distinction their 
creations can ever claim is that 
they are funnier looking than even 
Detroit’s funniest. In view of the 
late and unlamented craze for fly- 
ing tail fins, gull wings, and ap- 
pendages that look like slightly 
cauliflowered ears, this is not easy. 

The thing in the picture above 
is a car. It was put together in 
only 14 months, which is also quite 
a feat. But the man who built it 
had been saving up parts for 46 
years. However, a lot of the parts 
were built in his own machine shop, 
which is rather obvious. 

We have a file here in the office 
containing a few miscellaneous spec- 
ifications, in case there are any 
do-it-yourself car buffs among our 
readers. We would prefer to skip 


the unpleasant details, except to 
say in passing that the car carries 
a small cylinder of propane, 
mounted between the seats, which 
is said to supply a shot of LPG for 
starting it. 

We do not predict that the car 
will start any trends in styling. 
Nor is it likely to start any mass 
markets for LPG. We would advise 
dealers to look elsewhere for new 
loads. & 


[BACK TALK | 





Found: 100 coin meters 
Snow Hill, Md. 

A letter was published in your 
September 1961 issue requesting 
information on L. P. gas coin 
meters. 

We have 100 of this type meters 
(used) in perfect operating condi- 
tion, which we will sell. 

If you will advise the person who 
inquired, we will appreciate it. 

MAURICE L. PEACOCK 
Eastern Shore Gas Co. 


The person inquiring as to the 
“whereabouts” of the coin meters 
is H. T. Decker, Decker Lumber & 
Butane, Highway 87, P. O. Box 578, 
Orange, Texas. 





~ BURKAY 
MODEL 818 


... Mightiest of the famous 


coil-type 
water heater line 


670,000 BTU/hr. input 
does the work of a 16 hp boiler 
in far less floor space 


GUARANTEED 5 YEARS 


This powerful new commercial heater has all the fine 
features of smaller Burkay models which have served 
the commercial market for nearly a quarter of a century 
—long life, solid copper construction, forced circulation, 
low operating cost, and ease of installation. Now you can 
handle large commercial jobs you formerly assumed 
would go to another fuel—a real load builder for you. 

The model 818 is ideal for laundries, apartment build- 
ings, schools, factories, and many other large-volume 
applications. It can be installed with a Permaglas glass- 
lined storage tank and using the well-known A. O. Smith 
CER-TEMP 80 System. It requires small floor space 





and may be installed in out-of-the-way places or in 
multiple—two, three, or more. Each heater is equivalent 
to a 16 horsepower boiler. 

Industry's strongest guarantee. If coil, heat 
exchanger, or burner should fail under the terms of 
guarantee, any time during five years, your customer 
gets complete replacement of the faulty part. No mile- 
age, no pro-rated costs. 

The new gas-fired coil-type heater is the result of con- 
tinuing research and development by A. O. Smith— 
world’s largest producer of commercial water heaters. 
For more information, return the coupon below. 


FREE INFORMATION 





A.O. SMITH 


CORPORATION 


A. O. Smith Corporation 

Consumer Products Division 

Dept. BPN-1161, Kankakee, Illinois 

Please send me information on the Burkay model 818 gas-fired commercial 
water heater. (CH-8001). 

Name 
Company 
Address 


MANUFACTURERS OF COMMERCIAL AND DOMESTIC Tone State ——_—___ 
WATER HEATERS, WATER CONDITIONERS AND 
HYDRONIC BOILERS 


Kankakee, tli, Newark, Cai. A 0. Smith International S A. Mi kee |, Wis 
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MARKETERS 


Suburban Propane predicts rise in 1962 


Suburban Propane Gas Corp. feels that a small 
reduction in the cost of delivery, making propane 
slightly more competitive, could increase its busi- 
ness from 20 to 50 per cent. To achieve this, the 
company is studying barging, new pipe lines, 
more underground storage and further purchase 
of production facilities. 

The developments were revealed by Suburban 
officials at a recent meeting of the Philadelphia 
Financial Analysts Society. 

R. Gould Morehead, financial vice president, 
stated that underground storage facilities of both 
the company and its supplier now makes it possi- 
ble to service house-heating accounts that were 
being turned down five years ago due to the un- 
certainty of a steady winter supply of propane. 

Reviewing past growth, Mark Anton, president, 
said, “In the past 10 years, we have grown from 
about 160,000 customers to over half a million, 
and our assets have increased from $2242 mil- 
lion to $60 million.” 

He also pointed out that propane as a motor 
fuel for fork lift trucks rose from 250,000 gals in 
1955 to 6 million gals in 1961. 

Anton also predicted big gains in sales of “No- 
vent” and “Dynavent” gas heaters, “we now have 
the only heater on the market which has the speed 
of the air-circulation blower regulated in pro- 
portion to the size of the flame required to main- 
tain a desired room temperature,” he said. 

Suburban Propane expects to earn $1.80 a share 
in 1961 compared with $1.72 in 1960. 


AGA gives awards at convention 


At the American Gas Association annual con- 
vention W. R. Stephens, chairman of the board 
and president of Arkansas Louisiana Gas Co., 
Little Rock, Ark., was presented with the Distin- 
guished Service Award. 

Stephens, who is also head of Arkla Air Condi- 
tioning Corp., was cited as the industry’s “pio- 
neer in the resurgence of gas air conditioning 
and gas lighting.” 

Another presentation at the convention in Dallas 
last month was made to Sierra Pacific Power Co., 
Reno, Nev. This award, for “safety achievement,” 
was given to companies with the lowest employee 
accident frequency rates. Sierra Pacific was the 
only LPG company honored. 


Wyton Oil & Gas plans expansion 


Wyton Oil & Gas Co., Denver-based producer 
and distributor of propane gas, recently an- 
nounced plans for expansion of its retail and bulk 
outlets. 

The firm has acquired three outlets in the San 
Luis Valley of Colorado at Center, Monte Vista . 
and Creede, and entered operations at Denver and 
Conifer, and in the Basin Area in Wyoming. 


Pargas buys New York LPG firm 


Pargas Inc., Waldorf, Md., recently acquired 
the LPG assets of St. Lawrence Natural Gas Serv- 
ice of Potsdam, New York. It will conduct opera- 
tions in the Potsdam area through a wholly-owned 
subsidiary, Pargas of Potsdam, Inc. 

Pargas (formerly Parlett Gas) was also re- 
cently listed on the New York stock exchange of- 
fering 150,000 shares at $14 a share. 


Uniongas buys Standard Fuels 


Uniongas of Oklahoma, Inc., recently pur- 
chased Standard Fuels, Inc., Jay, Okla., accord- 
ing to H. F. Johnson, Uniongas president. 

The acquisition will enable Uniongas to com- 
plete its entire coverage of the Grand Lake area 
with LPG service. The firm also recently pur- 
chased companies in Grove, Afton, Ketchum, Lang- 
ley, Spavinaw and other locations in Delaware, 
Craig and Ottawa Counties. 


SUPPLY & TRANSPORTATION 


Methane stored in "frozen-earth" 


Conch Methane Services Ltd., London, and 
Constock-Pritchard Liquefaction Corp., Kansas 
City, Mo., last month in Lake Charles, La., intro- 
duced a revolutionary “frozen earth” process for 
storing liquefied natural gas in a covered hole in 
the ground, at super-frigid temperatures of minus 
258 deg F. 

This new concept in underground storage of 
low-temperature liquid methane involves freezing 
the ground surrounding the area to be excavated, 
excavating the hole, and then installing a vapor- 
tight sealed aluminum roof over the hole before 
filling. According to the demonstrating firms, ad- 
vantages over above-ground storage are safety 
and lower cost. 
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Handling flow rates from 3 to 5 MMSCF/hr 300 
psig to 380 psig inlet, 53 to 55 psig outlet pressures 


D 





This 8” model 80-820 Flexflo has been under the above 

‘ service without maintenance for over 5 years at Pacific 
Gas and Electric Company’s Moss Landing plant. Asimilar 
“standby” unit has never been uncrated. There are many case-proven 
examples of the reliability, dependability and maintenance-free serv- 
ice of Grove Flexflo pressure reducing and relief regulators. Such 
service, plus the amazing simplicity and versatility of Flexflos, 
makes them worthy of your consideration. For complete technical 








presentation, write for Bulletin 800. 


GROVE REGULATORS 


GROVE VALVE AND REGULATOR COMPANY 
subsidiary of Waiworth 
6s29s etna STREET» CAKLAND 8B, CALIFORNIA 


Offices throughout the U.S. and in Western Canada 





zero . 
mr. 




















503 WITH LPG TANK 4 


3 


3 
: £ 








FROM CHEVROLET'S NEW WORLD OF WORTH! 


JOB-MATCHED BIG-TONNAGE 
CHEVIES FOR ’62 


NEW ENGINES! NEW EFFICIENCY! NEW EARNING POWER! 


Here comes Chevrolet’s versatile fleet of 1962 medium- and heavy-duty models, with new working ability 
tailored to tackle a wider-than-ever range of hauling jobs! With this broad new lineup of tough-job specialists 
to choose from, it’s easier than ever to get traditional Chevrolet thrift and dependability going for you. There 
are new power choices for all models, including two brand-new plus-displacement V8’s, so you can power up 
to pay off in the most brutal kind of duty. Conventional and LCF models, with trim new lines that spell safer 
seeing down the road, are available in a full range of sizes in every medium- and heavy-duty weight class. 
And, for payload efficiency at its finest, there’s a wide selection of extra-compact tilt cab models in Series 60 
and up. For hard-pressed medium-duty operators who really roll up the ton miles, there are rugged new Diesel 
models in Series 60 and 60-H, with a brand of savings slated to set new standards for overall operating economy. 
And there’s new built-in chassis brawn and stamina in every medium- and heavy-duty series, and new extra- 
duty chassis equipment, available for many models, built to bull through the most severe kind of truck-killing 
duty. It’s truer than ever for 1962—no matter how mean the job, there’s a Chevy truck built to do it better 
for less! Why not see your nearby Chevrolet dealer for details on the model made for you, and start finding 
out right away how much better business can be. . . . Chevrolet Division of General Motors, Detroit 2, Mich. 


NEW HIGH TORQUE POWER—A new wide choice of power 


models, with extra give-and-take resilience to soak up racking 
for every 1962 medium- and heavy-duty series makes it easy 


road shocks again and again, and keep going. And, for Series 


to match your job needs to a “‘T’’! There are two sixes and four 
V8’s for the combination of tightfisted thrift and payload 
punch that suits you best, with at least one optional engine 
for all but Diesel models. Included are two brand-new V8’s of 
327- and 409-cubic-inch displacement, offering an optional 
king-size wallop for Series 60/60-H and 80 models, respectively. 


NEW MEDIUM-DUTY DIESELS — Chevrolet’s making 
medium-duty history in 1962, with a broad lineup of GM- 
Diesel-powered trucks in the 15,000-23,000-lb. weight class. 
With the proved economy and payload performance of GM’s 
advanced 4-53 Diesel engine, teamed with the tough years- 
ahead Chevrolet chassis that’s virtually revolutionized big- 
truck operation, you’ve got a combination slated to show you 
savings like you’ve never seen before. If your job is the kind 
that puts maximum demands on your equipment much of the 
time, you owe it to yourself to find out just how much lower 
your costs can be. : 


NEW EASY-VIEW STYLING — For 1962, all conventional and 


LCF models bow in with trim new look-ahead lines, featuring 
new hood designs sloping lower at the front to let you see the 
ground as much as 101% feet closer. Adding further to the new 
look are new grilles, exterior trim details, and sparkling new 
colors. Inside, too, things are looking better for the man at the 
wheel, with new easy-to-live-with colors and tough good- 
looking upholstery. 


NEW CHASSIS RUGGEDNESS — New big-tonnage chassis 


brawn starts with tough new ladder-type frames for many 
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60 and 60-H models, there’s a new 17,000-lb. Chevrolet-built 
rear axle in single- and two-speed versions. For certain Series 
60 models, a Heavy-Duty Off-Road Chassis Equipment package 
is available at extra cost, offering extra built-in beef to stand 
up on the most brutal kind of truck-busting jobs. In addition, 
new extra-severe-duty I-beam front suspension systems in 
9,000- and 11,000-lb. capacities are available for all Series 80 
trucks (except tilt cab models). 





YOURS FOR THE ASKING .. . FREE INFORMATION 


Use this convenient ordering coupon to get descriptive literature and 
specifications on new 1962 Chevrolet trucks to match your job. Just check 
what you would like, fill in your business address and mail to: Chevrolet 
Motor Division, P.O. Box 7271, Detroit 2, Michigan. 








Name 
Please send: 


. Full-Line Brochure. .... [] | Title 


. Medium- & Heavy-Duty 
Models Cj 


. Diesel-Powered — | Address 








Company 








City 


























Two T-1 LPG transport trailers, believed to be 
the largest in operation in the United States, were 
recently completed by the Downingtown Iron 
Works, Inc., Division of Pressed Steel Tank Co. 
The trailers are 90 in. in diameter and have a 
12,126 wg capacity. They were delivered to F. J. 
Egner and Sons, Galion, Ohio. 


MARKETS 


LPG generator powers boats 


Engineers of Westinghouse Electric Corp. re- 
cently developed a small laboratory-model engine 
for rowboats and other small skiffs that operates 
from the power of an L.P. gas flame. A thermoelec- 
tric generator, converting the heat of flame directly 
into electricity, runs a standard trolling motor 
that can drive a 12-ft boat. 


Air conditioning boom forecast 


A tremendously expanded range of models plus 
drastic price reductions in certain units will help 
the industry increase its air conditioning sales 
by 50 per cent next year. This was the prediction 
of William G. Wepfer, vice president and general 
sales manager for Arkla Air Conditioning Co., as 
he unveiled a new family of remote gas air condi- 
tioning units at the recent AGA Convention in 
Dallas. 

There are now more than four times as many 
Arkla units on the market as there were in the 
summer of 1960, according to Wepfer. 

The remote units come in 3.5-, 4.3-, and 5-ton 
capacities; conventional models are available in 
the 2- to 6.4-ton range. 

The new units allow for wide flexibility in place- 
ment of equipment—indoors, outdoors, or on the 
roof, said Wepfer. 


New appliances unveiled at convention 


A thermoelectric control used on a refrigerator 
for the first time was demonstrated by Norge 
during the AGA convention held recently in Dallas. 
In operation, the pilot heats an element which acts 
to hold open a Baso pilot valve. 

Another new item unveiled at the convention 
was “the nation’s first gas infra-red bathroom 
heater.” Now in the tooling stage, the first pro- 
duction models will be available in about two 
months, according to the manufacturer, Siegler 
Heater Co. With a 6000 Btu input, the first mod- 
els will come in seven different versions, pin-up 
and built-in, vented and unvented. Larger models 
are in the works, according to Siegler President 
Walter Ullman. 


REGEIMBAL: WASHINGTON 


Does wage-hour law apply? 


Government wage-hour officials have retained 
the previous test for determining whether an L.P. 
gas dealer is considered a retail or wholesale op- 
erator under the minimum wage law. 

Wholesale operators are covered. A retail dealer 
is not unless his gross income is more than $1 mil- 
lion a year, or he is an outlet which is part of a 
chain and grosses more than $250,000. 

To qualify as an exempt retail operation, a 
dealer must make 75 per cent of his sales to the 
ultimate consumer. Wholesale sales are consid- 
ered deliveries of over 1000 gallons in single 
lots, sales made under competitive bids (particu- 
larly to governments or institutions) and service 
or repairs on tanks of over 1000 gallon capacity. 

If you are classified as a wholesale operator, 
make sure weekly salaries of commission em- 
ployees equal the prescribed minimum wage. 

Labor Department officials say that if an em- 
ployee is supposed to be paid $1 an hour accord- 
ing to law, his salary must average $1 an hour over 
a 40-hour week. This means you cannot pay a 
man commissions of $30 one week, for example, 
and $50 the next and claim the two week average 
is $1 an hour. His salary must be at least $40 
for every 40 hours worked. 


DJ may get Big Brother powers 


Congress will make a final decision next year 
on whether to give the Justice Department power 
to seize businessmen’s records without special 
legal action. 

Legislation would give the department the same 
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Money. Profit. The Philgas*brand. They go to- 
gether. Enjoy the benefits of representing Philgas— 
the largest selling national brand. Get the com- 
bination of benefits no other brand offers—among 
them, brand acceptance by consumers; largest 
tank car and pipe line shipments; strategically 
located supply points; leased track storage; financ- 
ing of consumer tanks; business aids; credit anal- 
ysis; advertising assistance. Write, wire or phone: 


PHILLIPS PETROLEUM COMPANY, 
Philgas Sales, Bartlesville, Oklahoma 


*Philgas is the Phillips Petroleum Company trademark 
for its high quality LP-Gas. 





power the Federal Trade Commission now has to 
take company records for use in civil antitrust 
cases without a court order. The measure, spon- 


sored by Sen. Estes Kefauver (D., Tenn.), has - 


passed the Senate, will be debated in the House 
next year. 

It is this power that the FTC has been using 
in requiring firms to fill out mail questionnaires 
concerning their operations, customers, pricing 
and discount practices, and other intimate busi- 
ness information. 


Burgeoning market: fallout shelters 


The boom in home fallout shelter construction 
—with government aid—is providing a new mar- 
ket for L.P. gas. 

Government standards for the shelters urge in- 
clusion of a small stove, such as that used by 
campers. L.P. gas-fired camp stoves are a natural 
for shelters, particularly the basement type. 

Customers should be reminded that changes in 
the Federal Housing Administration’s loan pro- 
gram now make it easier for homeowners to get 
funds to build shelters. FHA insures loans up to 
$10,000, with 20 years to repay, at 6 per cent maxi- 
mum interest. In addition, it has lowered its mini- 
mum loan insurance to $2500 in urban renewal 
areas and $1000 in other areas specifically to build 
fallout shelters. 

Shelters financed with FHA help must meet gov- 
erment standards, but even so, can be built for 
as little as $200. 

(A fallout shelter, which was put on display at 
the Boston Store in Milwaukee last month, was 
equipped with an LPG home electric generator. 
The cost: $231.90.) 


Price “discrimination” ban proposed 


Manufacturers who sell through company-owned 
stores as well as through independent outlets 
would be subject to new pricing and reporting re- 
strictions if Congress passes two pending meas- 
ures next year. 

The two bills, introduced on the final day of this 
year’s session by Sen. Russell Long (D-La.), 
would: 

Make all transfers of goods by a producer to its 
own outlet subject to prohibitions against price 
discrimination if the outlet competes with inde- 
pendents, and require these firms to publish data 
on volume of shipments of each product to its 
own stores and to competing independent outlets. 
Bills would apply only to firms with sales of over 
$2 million a year. 


Removal of imports embargo sought 


A Florida congressman wants the government 
to lift its ban on imports of propane. The import 
embargo is included in the government’s program 
of restricting imports of residual fuel oil. 

Rep. Dante B. Fascell (D-Fla.) says that the 
presidential proclamation establishing the oil im- 
port program was based on government reports 
which did not refer to propane and this product 
was banned by error. The congressman says the 
prohibition hurts consumers in his state because 
it neither produces nor stores any gas, but there 
are some 15,000 homes dependent on propane for 
space heating. He contends that removing the ban 
would not adversely affect the domestic industry. 


THE SALES SCENE 


Gas appliance shipments still gaining 


For the fourth consecutive month factory ship- 
ments of free-standing and built-in domestic gas 
ranges showed an increase above the unit sales 
reported for the same period last year, according 
to GAMA. Shipments are up 14.7 and 2.3 per cent, 
respectively, for August over the same month last 
year. 

Other appliance gains: gas-fired residential cen- 
tral heating equipment for August totaled 127,172, 
23 per cent more than the previous month, and 
gas-fired automatic storage water heaters for Au- 
gust totaled 206,200, 37,000 units over July. 

AHLMA reports: automatic washers are up 46 
per cent from July, up 15 per cent from August 
1960, and gas dryers, up 94 per cent from July, up 
22 per cent from August 1960. 


Hydronics advantages demonstrated 


An installation demonstrating the ease and effi- 
ciency of modernizing existing house heating sys- 
tems with hydronic zoned heat was recently car- 
ried out in Detroit. 

The residence selected for the “big switch” was 
a typical one and one-half story 20-year-old home, 
with a heating plant that had been using coal- 
fired gravity warm air converted to gas. It was 
felt that a home of this type with an outmoded 
system would offer the most stringent conditions 
under which the installation and performance of 
a modern hydronic system could be put to the test. 

The installation, attended by some 75 plumbing 
contractors, was conducted under the auspices of 
W. T. Andrew Co., A. O. Smith Corp., American 
Tube Products, Slant/Fin Radiator Corp., and Gil 
Ham of the Detroit Hydronic Heating & Cooling 
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Whatever the job 


THIS INSTALLER IS THE BIG MAN IN VENTING 


Why? Because he has the vent and the know-how for fingertips for fast economical installa- 
every installation. There’s Metalbestos Gas Vent, 3” tions — the new METALBESTOS GAS : re | 
to 24”, for residential, commercial and industrial ap- VENT TABLES AND HANDBOOK. eT . 
plications ... the Metalbestos Chimney for the fast- For the full story, ask a nearby Metalbes- i 
growing, gas-fired incinerator market. He’s a Metal- tos Distributor or Sales Representative, “@o : 
bestos Dealer, backed by trained field experts,a Vent- or write Department B, P.O. Box 137, ™ 

ing Laboratory Service, and the latest data at his Belmont, California. 


- 
bi METALBESTOS 


WiLLliAM WALLA 
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"2 NEGATIVES 
POSTTIVE 
REGULATION with the... - 












all-new RegO Hi-Lo Mark II 
twin negative regulator system 


Forget about flow fluctuations. For the first time, 
an entire 2-stage regulating system has been 
custom designed to work as a team in deliver- 
ing constant, uniform gas flow—regardless of 
tank pressures or load conditions. Your cus- 
tomers get all the gas they need at the correct 
pressure for most efficient operation of appli- 
ances and heating plants—especially in winter 
when tank pressure is lowest and demand is 
highest. Result—fewer complaints, greater cus- 


HERE’S PROOF OF POSITIVE REGULATION 


tomer satisfaction, and fewer costly service calls. 


Saves you money, too. Lower initial cost than 
any other 2-stage regulator system plus addi- 
tional savings you can realize through the use 
of smaller, less expensive transmission line 
between the first stage regulator on the con- 
tainer and the second stage at the house. Savings 
here actually pay for the first stage regulator 
in most cases. 


NEW EASE AND 



























































































































































VERSATILITY OF INSTALLATION 
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tank pressure drops—delivery pressure rises! 


RegO’s unique, exclusive double negative regulation system does the “impossible” 
. .. delivery pressure from the first stage actually rises as tank pressures decrease! 
This means plenty of pressure is available to the second stage when it’s needed 
most—in winter when falling temperatures drive tank pressures down. 
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constant delivery pressure—regardless of tank pressure or load 


Delivery pressure varies only 0.4” W. C. between 10 psi and 150 psi tank pressure 
at any load within the capacity of the second stage regulator. Note the practically 
straight line regulation in the chart above. This means perfect appliance performance 
and no problems with sensitive mini-pilots. 





First stage can be connected directly to 
container service line valve with stand- 
ard POL connector. No need for com- 
amg connectors, etc. Ultra-compact: 

rst stage with any Multi-Valve assembly 
fits easily inside a 12” diameter dome. 
Bonnet vent tapped for insertion of 
curved tube needed on underground and 
convertible systems. 











. = 
at the house... 


New design right-angle inlet-outlet con- 
figuration allows a neat installation with- 
out superfluous, unsightly bends in 
piping or tubing . . . ideal for direct 
connection to vapor meter, too. 


Write for complete facts: 

Seat tt sete bn ion pct eth ew satin 
THE BASTIAN-BLESSING COMPANY 

4201 West Peterson Ave., Chicago 46, lilinols, Dept. 31-K 





Millions more than any other 


What does the sales success of A. O. Smith mean to you? 


Just this: if you plan to sell water heaters for only a short time, then any 
manufacturer will do. But if you’re in the water heater business to stay, your 
most profitable bet is to join the year-in, year-out leader—A. O. Smith. 

You can offer customers a full-value, 10 year guarantee—with no mileage— 
no pro-rated costs—in a full range of sizes. You’ll be supported by a $1 million 
sales program featuring full-color advertising in the Reader’s Digest. 

Most of all, you’re backed by the resources and 88-year quality reputation 
of a company that’s on top of the water heater business and intends to stay 
there. Call your Permaglas Distributor today, or return the coupon. 
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glass- 
lined 
water 
heaters 
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A. O. SMITH CORPORATION 
Consumer Products Division 
Dept. BPN-1161, Kankakee, Illinois 


Please send me full information on the profit potential with 
Permaglas water heaters. [WH-1005] 


COR PORAT ON 


‘¢ Permaglas 


MANUFACTURERS OF COMMERCIAL AND DOMESTIC 
WATER HEATERS, WATER CONDITIONERS AND 
HYDRONIC BOILERS 


Kankakee, lil., Newark, Cai., A.O. Smith International S. A., Milwaukee 1, Wis. 














COMPANY. 
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Council. The installation was made by Cornwall 
& Sons, plumbing contractors. 

One of the aims of the demonstration was to 
illustrate the use of labor-saving devices—-such 
as baseboard panels, lightweight packaged boilers, 
etc. 


Sensitivity of LPG meters demonstrated 


Rockwell Manufacturing Co., Pittsburgh, has 
designed and built a table-top demonstration unit 
that shows the sensitivity of domestic LPG meters 
to low gas flows, through “mini-pilots” that are 
always burning whether a gas appliance is in use 
or not. 

The unit consists of a small cylinder containing 
about 12,500 Btu of LPG, first and second stage 
regulators, standard domestic LPG meter, and 100- 
Btu-per-hour pilot, approximately the size com- 
monly used on modern gas-burning appliances. 
The regulators cut the fuel pressure down to 11 
in. we. 


NEWSBRIEFS 


John F. Kennedy, formerly a junior ‘partner in 
the accounting firm of Price Waterhouse, has been 
named controller at Petrolane Gas Service, Long 
Beach, Calif. Wallace G. Ginder was promoted 
from controller to vice president and treasurer; 
R. L. Bache, from treasurer to assistant to the 
president, and Glenn Filbert, from employee and 
public relations manager to division manager for 
the Seattle area. 





Miss Idaho, LaVerda Garrison, helped promote 
propane at the recent Eastern Idaho State Fair in 
Blackfoot, Idaho. She headquartered at the V-I 
Oil Co. booth. V-I has propane operations in Idaho 
Falls and Salmon, and Rock Springs, Wyo. The 
firm is headed by Sam H. Bennion. 


Continental Oil Co., Houston, recently started 
construction on a natural gasoline plant in the 
company’s Sacatosa field in Maverick county, 
Texas. It will have a daily processing capacity 
of 2.5 million cu ft of gas and will produce some 
18,000 gals daily of propane, butane and gasoline. 


The annual rate of FHA applications on new 
homes, adjusted for seasonal factors, rose in Au- 
gust for the fourth consecutive month, reaching 
the highest level since March 1960, according to 
Commissioner Neal J. Hardy. 


Hupp Corp., Cleveland, recently acquired the 
assets of Hercules Motors Corp., Canton, Ohio. 
Hercules will continue to manufacture gasoline, 
diesel and LPG engines. Hupp’s principal prod- 
ucts are in the field of heat transfer. 


Consumer Products Division of A. O. Smith 
Corp., Kankakee, IIl., recently announced a five- 
year guarantee on its Burkay line of commercial 
water heaters and industrial units. The firm 
claims that this is the strongest guarantee on com- 
mercial water heaters in the industry. 


Stephen Rilling of the Metalbestos Division of 
the William Wallace Co., Belmont, Calif., was re- 
cently made a Colonel, Aide de Camp on the staff 
of Safety Commissioner Glenn Lovern of Ken- 
tucky, for outstanding safety training service. He 
was cited for his service to the state in teaching 
the necessity of proper venting on L.P. gas equip- 
ment. 


The Small Business Administration recently li- 
censed Pacific Delta Investment Corp., San Jose, 
Calif., to provide long-term capital to small busi- 
nesses in the liquefied petroleum gas distribution 
field. The firm, which is operated by Pacific Delta 
distributors, will begin with initial capital of 
$306,000. J. E. Fosmire, president and general 
manager of Modern Gas Service, Inc., Chico, Calif., 
is president of Pacific Delta. 


California Liquid Gas Corp., Sacramento, Calif., 
recently purchased Ranchers Gas & Supply Co., 
Cheyenne, Wyo., and its two subsidiaries, Carbon 
County Gas Co. and Western Acceptance Corp. 
Also recently purchased by Cal Liquid: was Wyton 
Oil Co. of New Plymouth, Idaho. 


Tropical Gas Co. of Coral Gables, Fla., is plan- 
ning to buy Gas-Oil Products Inc. of Florida for 
$2 million. The plan was recently disclosed in a 
stock registration filed with the Securities and Ex- 
change Commission in Washington. 
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Flame Cultivator 

for be Mb eetot-bele-t-mp eel lele! 
as 4,000 gals. LP-Gas 
additional volume 


IN YOUR OFF-SEASON 


Flame cultivation has caught on. It kills weeds without 
harming crops. LP-Gas dealers stand to gain two ways 
— selling AFCO Flame Cultivators, and increasing off- 
season gas volume. 


. 


AFCO Flame Cultivators have a proven, time-tested 
record. They have been successful on: 
Corn Grain Sorghums 
Cotton Onions 
Soybeans Most Row Crops 


AFCO Flame Cultivators are easy to sell! One can do 
the work of 30 to 40 field hands a day. The 4-row unit 
can cover 3 to 4 acres an hour. Models available to fit 
any tractor. 


For information, Call your AFCO distributor 
Up your off-season LP-Gas volume- or write us direct. 


Sell AFCO Flame Cultivators CS Oo 


CULTIVATOR 


1615 EAST 15th ST. + P. O. BOX 231 « LITTLE ROCK, ARK. « PHONE FR 5-2276 


AFCO FLAME CULTIVATOR CO. 
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The A. O. Smith Corp., Kankakee, Ill., recently 
produced its six millionth glass lined water heater. 
This record achievement in the production of 
glass-fused-to-steel water heaters, covering a span 
of 20 years, represents the greatest volume pro- 
duction by any single manufacturer, according 
to Vice President M. E. Morgan. 


High Plains Research Foundation was assured 
a headquarters building recently by a $45,000 grant 
from the estate of Florence Lee and C. L. Kilgore. 
This grant, together with a previous one of $17,- 
500 by the Jim Hill Estate, will give the founda- 
tion a laboratory, library, meeting room and office 
space. 


News notes... 


The Eastern Canada LPGA recently voted to 
do away with the trade exhibit at its 1962 con- 
vention. It also decided to distribute copies of its 
insurance panel discussion from the last conven- 
tion to trade journals . . . George T. Greanias 
recently joined the LPGA in Chicago as its mar- 
ket analyst . . . Universal acceptance of ranges 
with fixed orifices was predicted by Julius Klein, 
president of Caloric Appliance Corp., in a recent 
speech before the New Jersey Gas Association 
50th anniversary meeting. Klein said that utili- 
ties had given “tremendous cooperation” in areas 


Propane Butane 


 {A.P.L. figures—in thousands of gallons) 


where these ranges have been introduced ... Tom 
Watson, McAlester (Okla.) businessman, has pur- 
chased the Don Bollinger Liquefied Petroleum Gas 
Co. in Talihina. He also has major LPG outlets in 
McAlester and Calvin ... The Norcold Vaillant in- 
stantaneous water heater has been approved by 
the AGA for installation in travel trailers and 
mobile homes ... The American Society for Test- 
ing Materials recently changed its name to the 
American Society for Testing and Materials ... 
Guy Wood Chapman, president of Pur-Gas, East 
St. Louis, Ill., died recently. He was a member 
of the Ancient Gassers. 

Tuloma Gas Products Co., Tulsa, Okla., recently 
expanded its nationwide marketing program for 
LPG and related products to include the line of 
nitrogen fertilizers formerly sold by its affiliate, 
American Oil Co. Both companies are subsidaries 
of Standard Oil of Indiana ... A major gas and 
products pipeline company is reported to be shop- 
ping around the Northeast attempting to buy up 
LPG outlets presumably seeking to assure a mar- 
ket that would justify building a pipeline into the 
area ... American Gilsonite Co., Grand Junction, 
Colo., recently started construction on a $300,000 
LPG recovery unit, which will produce about 350 
bbls a day ... Norcold Inc. is building a new head- 
quarters in Gardena, Calif. ...A Japanese ship- 
yard is building a tanker (designed by Conch In- 
ternational Methane) to carry refrigerated LPG. 





CURRENT L.P. GAS & LR. GAS PRODUCTION & INVENTORIES 





Bu-Pro Iso- Other Total 
Mix Butane Mixes LPG 


Production (U.S.) 
September ‘61 
September '60 
‘6l to date 
‘60 same period . 


360,113 
328,381 
3,346,385 
3,066,842 


166,000 
152,985 
1,729,021 
1,565,438 


49,787 
47,753 
484,578 
491,054 


61,042 
54,032 
599,020 
505,854 


77,980 
74,205 
735,104 
624,094 


714,922 
657,356 
6,914,108 
6,253,282 


261,174 
260,688 
2,475,094 
2,406,911 
Inventories (9-30-61) 
Zone Gar mmehs 16,866 4,599 18 ete 
Zone B (teres 70,529 15,596 3,455 
Zone a a sige ey 179,735 35,313 1,303 3,770 
Zone D 130,248 12,436 25,516 1,373 
Zone 235,433 298,426 1,000 46,793 
Zone ; 315,648 96,026 1,002 27,253 463,301 7,139 
Zone 4 " 5.469 915 8,580 wpe 15,116 1,009 
Zone H 859 333 148 103 1,510 46,860 
U.S 954,787 463,644 37,567 82,747 1,574,788 262,182 
US. {9-30-61 ) 721,263 376,233 30,906 29,310 1,169,216 144,924 


21,483 34,272 
90,544 36,316 
220,121 15,127 
169,722 796 


592,991 120,663 
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“IT'S THE ALUMINUM BAFFI : ES 
THAT GIVE US A PROFIT BOOST 


“Eliminating 800 Pounds of Steel 
Means 200 Extra Payload Gallons 


‘*Petrolane transports gain a full load every fifty trips they 
make,"’ says Scott Stevens of Flagstaff, Arizona. ‘Hauling 

200 ‘extra’ gallons is important to us in many ways. It a 
means additional savings in time, tires, wages, wear and 


tear and fuel. Figuring it on cost-per-gallon-transportation 
alone this extra payload mounts up to important earnings 


and clear cut profit. After all, the unit itself, the insurance 
the time and distance traveled costs the same for a smaller 
TRANSPORTS 


load ...why not benefit by the more generous Nor-Tex 
EARN MORE 


BAFFLES al 

The Nor-Tex ‘‘SAFETY-LINER,'' complete with cut-aways 
clearly showing the many exclusive built-ins, is featured + 
in a full color brochure. With it you can carefully check 
the extra advantages of Nor-Tex non-corrosive, light- HAUL MORE 
weight aluminum baffles recessed relief valves and 
gages... the completely emptying liquid outlet sump .. . PAYLOAD... 
the convenient plumbing... the adjustable fifth wheel and 
and other features. We are also bulk plant operafors as 
well as manufacturers. Many years of experience are LESS STEEL 
yours for the asking. You, too, can profitably haul more Than Ever Before 
p 

WRITE. WIRE gas less steel! Write, wire or phone 382-5416 today. 

OR PHONE 

FOR PRICES 

ae National 
Sales 


=" ORTH TEXAS TANK CO. 
Ce 


COMPANY 
of Fine 
P. O. BOX 1219 e DENTON, TEXAS 





Manufacturers 
21 


PHONE 382-5416 
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NEW! Honeywell’s One-Stop 
Replacement Kit 


Honeywell's new Water Heater Control Replace- 
ment Kit ends those time-consuming trips, by ser- 
vicemen, back to the shop. This means faster service 
for the customer, too—and better customer rela- 
tions. Finally, inventory costs and confusion are 
greatly reduced, for the Honeywell Kit replaces 
14 of the most common water heater controls in 
use today. Order your supply now! 









































known to your 
customers . 
' Let this trademark, 
a accepted as a symbol | 
| of Quality, Service aH 
Talemmat-iit-leliiiae 
help build new businéss 
for you. 


To enjoy idavcmmantclany 
advantages of 

our. attractive 
branded program 

. call our nearest 
sales office TODAY. 
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LPG is less costly, more 
dependable for pumping 
North Dakota 

Our city, approximately 1100 
population, just dug a new well 66 
ft deep, 10 in. pipe, 25 ft screen. It 
is pumping about 85 gals of water 
per minute, 24 hours a day. From 
the ground surface of the well 
through the mains and to the top 
of the water tower, there is about 
a 125 ft rise. 

We are wondering if it would be 
practical and more economical to 
run the power for this pump on 
14% cents L.P. gas rather than 
electricity. I think the electric rate 
is three cents per kwh. 


D. G,. C. 


If the price of electric power is 3 
cents per kwh and there are no de- 
mand charges or other rate costs, then 
propane at 14% cents per gal would 
appear to offer savings of about 44. 
Furthermore, a careful review of the 
rates may uncover some charges not 
apparent at first. 

A kilowatt-hour is equivalent to 
1.34 hp hours; at 3 cents per kwh, 
the power cost per hp hour is 2.24 
cents. Small electrical motors have 
mechanical efficiencies of 85 to 95 per 
cent; use 90 per cent and power cost 
becomes 2.49 cents. A gas engine will 
use about 10,000 Btu or 1/9 gal per 
engine hp developed, which equals 1.61 
cents; then fuel or power cost sav- 
ings per hp hours equals 88 cents. 

Oil consumption will further re- 
duce this figure. 


NOVEMBER, 1961 





Although the load demand is small 
(7% hp approximately), a small, 
high-speed engine would not be suit- 
able for a steady load. A larger en- 
gine (70 to 100 cu in.) operated at 
about 1200 rpm, would provide last- 
ing, economical operation. 

Is your town at this time depending 
100 per cent on electric power for its 
water needs? If so, and even though 
they don’t convert to an LPG engine, 
it would seem advisable for them to 
have an auxiliary and independent 
power supply to pump water in case 
of electric power failures. What would 
happen if a storm or fire knocked out 
the power supply? An L.P. gas-fueled 
engine would provide continuous ser- 
vice.— Ed. 


Reduce burner input 
for high altitudes 


Pennsylvania 


We would like information on the 
necessary adjustments for burners 
at high altitudes. We are manufac- 
turers of gas hot plates, ice boxes, 
rangettes, etc., for the travel trail- 
er industry. 

Recently a mobile home perform- 
ance test revealed that a burner 
went out on a Rocky Mountain 
area road. Could this be caused by 
the high altitude? 

We would appreciate anything 


information Desk 


LPG is more dependable tor pumping ... 
Higher altitudes—lower input . . . Make 
sure gas is off before changing valves... 
Web straps for cylinders... 


you could send us, such as tables 
of orifice size difference, etc., for 
appliances operating at high alti- 
tude. 

D. N. W. 


It is very doubtful if the burner on 
a gas hot plate or open range top 
would go out because of the high al- 
titude only. Not knowing anything 
about the design or the conditions 
under which the tests were made, we 
cannot suggest what might have oc- 
curred. 

However, it is not reasonable that 
a burner in an open area such as an 
open range or gas hot plate would go 
out. The burner might not produce 
a good flame under the circumstances, 
but it would continue to burn. 

A burner in an icebox or other en- 
closed area or a burner in a space 
heater could conceivably go out be- 
cause of a high altitude condition if 
the burner had not been properly ad- 
justed for the high altitude. 

A burner in the combustion cham- 
ber of a heater could smother itself 
by recirculation of combustion prod- 
ucts in the combustion chamber. The 
reason is that the greater volume of 
combustion products could not be 
vented rapidly enough to allow suffi- 
cient air to enter. This could cause 
the flame to be smothered either by 
lack of air or recirculation of the 
products of combustion. This would 
reduce the oxygen supply and cause 
the burner to go out. 

There is a table of orifice sizes in 
the Handbook Butane-Propane Gases* 
and this same table is included in the 
latest edition of our Butane-Propane 
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NEW! Just a few Honeywell 
truck can handle up to 


Now just a few controls instead of hundreds. Honeywell engineers selected and re- 
engineered 170 basic controls that do the job of 18,000 or more! Just a handful of TRADELINE Controls on 
your truck normally take care of up to 93% of all your service needs. ‘g 
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TRADELINE controls on your 
937 of your service needs 


Eliminates extra trips for 


right controls...means more N EW, TOUGH 


money for you...better 


service to your customers STYR O FOA M 
Now Honeywell introduces a revolutionary new ap- a AC K AG F | 
proach to eliminate the confusion in controls stocking. ps 


It’s TRADELINE—the new way to. streamline your 
control stock. 

Honeywell engineers selected and re-engineered 170 
controls that will do the job of 18,000. And do the job 
right! Since TRADELINE Controls will handle up to 
93% of all common control installations, you just 
carry a few controls instead of hundreds. 

With TRADELINE Controls you can now afford to 
carry the right controls on your truck and eliminate 
extra trips and wholesaler pickups for controls. 

And, you can always depend on your wholesaler to 
have the right control if he stocks TRADELINE. 

The savings in time alone, by eliminating unneces- 
sary extra trips for the right control, will help put you 
in business with your initial stock of TRADELINE 
Controls. From there on, you’re making money, plus 
giving your customers faster, more efficient service. 


PROVED IN TWO-YEAR TEST! 


The TRADELINE idea of a few controls replacing 
hundreds has been tested for two years in the South- 
west with hundreds of dealers. It’s a proved way to 
increase your business. 


New idea in packaging. The Honeywell 
FIND THE RIGHT CONTROL IN Round, V80 and V81 gas valves, pilotburners, 

POCKET GUIDE thermocouples and the Y400 Powerpile pack- 
age are among the first TRADELINE Controls 
tells you instantly which basic TRADELINE to be nestled in handsome Styrofoam con- 
Control is needed. It’s available from tainers. Handy, neat, controls can’t be dam- 
your wholesaler. aged on truck. 


A new, pocket-sized cross reference guide 


Call your wholesaler today and get him to assemble 
the proper TRADELINE Controls for your needs. 


* TRADEMARK RR ARRRMEN 


THE NEW WAY TO 
STREAMLINE WHOLESALERS’ 


AND DEALERS’ CONTROL STOCK See eS (RE CONTROLS 


HONEYWELL INTERNATIONAL -—Sales and service offices in all 
principal cities of the free world. Manufacturing in the United States, 
United Kingdom, Canada, Netherlands, Germany, France, Japan. 
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Information desk 





Catalog*. These orifice sizes, however, 
are for atmospheric pressures at sea 
level. The burner input should be 
reduced 4 per cent for each 1000 ft 
of elevation above 2000 ft to com- 
pensate for the reduced air supply 
and increased volume of combustion 
products.—Ed. 


Ee 


Shut off gas 
to avoid hazards 
Kentucky 

We recently had an explosion 
which was caused by liquid pro- 
pane being in the line instead of 
‘vapor, and I would like for you to 
tell us, if possible, what could have 
caused this. 

We had two 1000-gal propane 
tanks with a 5- 20-lb regulator, set 
at 7 lbs, installed on each tank. The 
two tanks were manifolded together 
with a low-pressure regulator at 
each of 24 outlets. Nearly every 
time the tanks were filled, a leak 
would develop; then seven months 
after the installation, an explosion 
occurred. Afterwards we put gas in 
the tanks and disconnected the out- 
let, then a 7-lb vapor pressure ap- 
peared. 

The tanks were filled to 50 per 
cent each, with the temperature at 
76 deg. The next day we got a call 
that one cut-off at one outlet was 
leaking. I took off the cut-off that 
was leaking, expecting a vapor 
pressure of 7 lbs to be there. In- 
stead, liquid shot out of the line 
and an explosion followed. 

You may be able to tell us what 
caused this. 

M. H. §S. 


First let me review the installation 
as I visualize it. 

According to your letter you have 
two 1000-gal tanks. You have two 
first stage regulators, one connected 
to the service valve of each tank. 
These regulators are set to reduce the 
pressure of the vapor from tank pres- 
sure to 7 psig and deliver it into a 
common distribution line. Although 
you did not indicate it, I assume the 
line carrying the gas at 7 lb pressure 
is underground, and that branch lines 
emerge from the ground near each 
area of usage. On each of these 
branch lines you have a “cut-off” or 
shut-off valve followed by a regulator 


*Handbook Butane-Propane Gases and 
et ee Catalog are published by 
2 pW 
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which reduces the 7 psig to 11-in. we 
pressure for the appliances which it 
serves. 

The fact that the line carrying the 
7 psig is underground may account 
for liquid being in it even though no 
liquid may have entered the line from 
the tank as such, You state the tem- 
perature was 76 deg. The temperature 
underground would be less. Then if 
the vapor in the line was subjected 
to tank pressure, it would condense 
and fill the line with liquid. This is 
one explanation of why liquid was in 
the line. It does not preclude the 
chance that liquid may have entered 
the line as such through some mal- 
function or improper assembly of 
equipment, or improper filling prac- 
tice. 

Your letter leads me to believe you 
attempted to change a valve without 
shutting the gas off at the tank and 
then blowing the line down. (Maybe 
I am interpreting your letter incor- 
rectly. I hope I am.) Even at 11 in. 
we this is a dangerous practice, and 
at 7 psig pressure, it is a very dan- 
gerous practice. 

Your letter implies that you had 
valves leak at other times and that 
these leaks seemed to occur shortly 
after fuel was delivered to the tanks. 
This may be coincidental or there 
may have been something done at the 
time of filling or in the manner of 
filling that would cause liquid to enter 
the service valve, or cause a greater 
than normal pressure to be developed 
in the storage tanks. If a vapor equal- 
izing line is not used, the pressure in 
the storage tanks will be increased 
during filling. However, this should 
return to the normal saturated pres- 
sure after a short time. 

It is possible the pressure was 
above 7 psig on many other occasions, 
but the leakage occurred or was no- 
ticed after deliveries were made. 

The high-pressure regulators are 
not protected with built-in relief de- 
vices as most of the low-pressure reg- 
ulators are. It is good practice to 
provide a pressure gauge or a con- 
nection for one in the discharge line 
from these first stage regulators. 
Then a malfunction will be indicated 
immediately and the operation of the 
regulators checked, if there is sus- 
picion that all is not in order. 





CORRECTION 


In the “Information Desk” col- 
umn of September BPN issue, 
we gave the address of Charles 
A. Hones, Inc., as 2473 Grand 
Ave., Long Island, Calif. 

Our mistake; it should be 
Long Island, New York. 











An excess of pipe thread compound, 
dirt, scale, or a burr from cutting or 
threading that has come loose may 
have entered the regulator valve and 
become embedded in the valve seat, 
thus preventing a tight shut-off. 

The flow of gas to appliances may 
be enough at times to allow the reg- 
ulator to function and control the 
pressure properly. The regulator may 
even “lock up” at times when there 
is no flow. Examine the first stage 
regulators carefully or, better yet, re- 
place them and have them checked 
and tested by the manufacturer or 
someone qualified to do it. Also, ex- 
amine all the connecting piping be- 
tween the tank and the regulator in- 
let to see that it is clean so no foreign 
matter will enter the regulator. 

It is difficult to analyze a problem 
by letter, because information includ- 
ed in the correspondence may not be 
complete; and seemingly inconsequen- 
tial factors may have an important 
bearing. You asked what caused the 
liquid to be in the line. My analysis 
above is one way it could have hap- 
pened, based on the information on 
your letter. There may be another 
reason.—Ed. 


Web straps can replace 
chains on cylinders 
California 
Can you supply us with the name 
and address of a company which 
specializes in equipment used in the 
handling, storing and delivery of 
LPG cylinders? We are specifically 
looking for binding equipment to 
eliminate the use of chains to hold 


cylinders on the delivery truck. 
1 Pie 


I am not sure that I know exactly 
what you desire to obtain for the 
handling of your cylinders. I assume 
that you use chains with a log binder 
of some sort and that these chains are 
marking the paint on your tanks. 

I do not know of any equipment 
made to hold cylinders on delivery 
trucks other than binding equipment. 
It may be that some web straps in 
place of the chains would be the type 
of device you would want. 

The following are the names of 
some companies which might be able 
to supply you with the equipment 
which you need: Fine Products Co., 
6240 Ogden Ave., Berwyn, IIl.; Asso- 
ciated Suppliers Co., 2431 Eads Ave., 
Los Angeles; and General Logistics 
Division of Aeroquip Corp., 2929 
Floyd, Burbank, Calif.—Ed. 
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300,000 miles of trouble free operation 
roves Mississippi lank Transports best | 








No matter how much gas a transport can haul, or how good it looks, the real payoff 
in profits comes only if the unit stays on the road and not in the shop! And while 
our transports are second to none in payload and appearance, reports from opera- 
tors across the country prove that they deliver more gas at less cost! 

Take the case of Ewing Transports, Inc., Memphis, Tenn. T. R. Ewing, presi- 
dent, says that their Mississippi Tank T-1 steel transport has traveled over 300,000 
miles in the last 20 months and required practically no maintenance! In fact, the 
record is so good that Mr. Ewing recently added another Mississippi Tank Trans- 
port to his fleet. 

There’s no mystery about the ability of our transports to chalk up remarkable 
records of dependability. It’s because Mississippi Tank folks—from the supervising 
engineers to the men who apply the last gleaming coat of paint—take pride in 
our equipment. And, of course, only quality components and materials are used 
throughout. 

If you’re in the market for T-] transports that will render years of trouble-free 
service as well as haul top payloads, may we suggest you contact us today about 
your requirements? 

Mail the Coupon for Free Literature! 


MISSISSIPPI TANK CO., INC. BPN-11 
Hattiesburg, Miss. 





Without obligation, please send literature on— 


(C0 T-! Transports [) Delivery Units 


en Cos 
MISSISSIPPI 
TANK COMPANY 


INCORPORATED 


HATTIESBURG, MISSISSIPPI 
Phone JUniper 3-0262 


[) Bulk Storage and Domestic Tank Systems 


COMPANY _ 





ADDRESS __ 





CITY and STATE 
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OUR GUIDING LIGHT= 


Your Customer's Pilot...... 


IN THE YEARS AHEAD 
AS IN THE 20 PAST 





YOU CAN COUNT ON ANCHOR... 


Anchor plants are new, employing the latest techniques of 


refining, storage, and transport. Therefore, Anchorgas is of the highest quality. 


Anchor’s offices, facilities and service are nation-wide. There is an 
Anchor man near you who is skilled in the LPG business. He 


is ready to offer you personal, local help. To get in touch with him fast, call 


ANCHOR PETROLEUM DIVISION 


Mobil Oil Company 
TULSA, OKLAHOMA 


Tulsa, LUther 2-7261. 
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By WILLIAM W. CLARK * Editor 


Now It's "Rural Areas Development” 


THOMPSON CONSTRUCTION, INC., OF VELVA, N. 
DAK., is now the happy possessor of a $25,000 
loan, which will “help it acquire and instal] elec- 
trically powered gravel-crushing and washing 
machinery. 

“The company receives electric service from 
(Verendrye Electric Cooperative) and applied to 
it for financial assistance after it was unable to 
borrow the funds from local or other sources of 
credit.” 

The above are quotes from an otherwise rou- 
tine release from the Department of Agriculture, 
covering loans made to REAs for the two-weeks 
period from Sept. 5 to Sept. 15. The loan was 
made to Verendrye for the use of Thompson 
under the consumer financing provision (Sec- 
tion 5) of the Rural Electrification Act. Its sig- 
nificance lies in the fact that, as the DA release 
puts it, “(It) is the first REA loan approved to 
a borrower for use in connection with the new 
Rural Areas Development program of the De- 
partment of Agriculture.” 

Section 5 is not new, but it has recently been 
amended. Formerly loans to co-ops for re-loan 
to consumers were limited to farm uses such as 
plumbing, wiring, appliances, electric farm 
equipment, etc. Now, REA may approve loans 
(and now I’m quoting from an REA bulletin) 
“through its electric borrowers to finance pur- 
chases of electric equipment, including machin- 
ery, for industrial, commercial, and agricultural 
purposes.” 

The motives of RAD are, as are those of the 
REA and all the other programs designed to help 
the underfed farmer, noble. They are also op- 
portunistic. If the program succeeds in “creating 
more local employment and (makes) more pro- 
ductive use of (an area’s) agricultural and natu- 
ral resources,” it also provides the local REAs 
with a new lure to dangle before the eyes of 
their customers. And it gives REAs one more 
wedge to drive into the industrial-commercial 
(as distinct from the farm-domestic) market. 
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Rural Areas Development is not strictly an 
REA program, of course. It is the creation of 
the entire Department of Agriculture. It appears 
to have been the result of USDA’s desire to tie 
onto the coattails of a program devised earlier 
by the Department of Commerce, which was 
labeled ARA (Areas Redevelopment Administra- 
tion). In fact, when ARA was first announced, 
REAs began envisioning themselves in the roles 
of field agencies to help administer it. As things 
turned out, the USDA set up its own RAD but 
managed to arrange for a loose sort of coopera- 
tion between the two programs. 

RAD is broader than ARA, for ARA was set 
up to administer the Area Redevelopment Act, 
Public Law 87-27, which earmarked a $100 mil- 
lion for federal loans to help finance industrial 
land sites and buildings in designated rural 
areas. RAD, on the other hand, will help “any 
rural community that wants help to create more 
local employment and to make more productive 
use of its agricultural and natural resources.” 
Quite an elaborate organization and procedural 
plan has been established to carry this out, com- 
plete with state and local committees. Once : 
local committee has prepared its blueprint 
(called an Overall Economic Development Pro- 
gram), this will be submitted through channels 
to the Secretary of Agriculture. If the area is 
one designated by ARA, it will be certified and 
bucked to the Department of Commerce. If not, 
the various USDA bureaus will set to work to 
arrange financing elsewhere, either through 
Farmers Home Administration or some other 
government agency, or privately, if possible. 

The idea of Area Development and Redevelop- 
ment sounds fine. Apparently some areas are in 
dire need of help, as the Department of Com- 
merce seems to believe.: Whether every area— 
just because it is a rural area—needs help is 
something we rather doubt, but the general con- 
fusion that has been wrought by conflicting 
statements about farm income has not left us 
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untouched. (On the one hand there seems to 
exist widespread poverty, on the other a super- 
fluity of Cadillacs.) We are confused, and the 
USDA has done nothing to help clarify things. 
For example, REA Administrator Norman Clapp 
says that “the average capital investment of a 
United States farmer, exclusive of his farm 
home, has now reached the substantial figure of 
$36,000.” Yet in the next breath he says, “This 
farmer receives an average payment for his 
labor of only 81 cents per hour.” If you figure, 
conservatively, that his home is worth $9000, all 
together he has an estate of $45,000, exclusive 
of savings and personal goods. At 81 cents per 
hour, working 50 weeks a year, 50 hours a week, 
it would take him 22.2 years just to earn that 
much money; to amass it in that time, he would 
have te save every penny he earned. Putting 
it another way, if he worked 50 hours a week, 
50 weeks a year at 81 cents per hour, he would 
earn $2025 annually. How he could amass a 
$45,000 estate at that rate is a little hard to 
comprehend. 

But no matter. We have long been pledged 
to help the farmer, and now we must help rural 
areas in general. The architects of Rural Areas 
Development will be the various bureaus of the 
USDA, chiefly the REA cooperatives. “REA is 
responsible for project development,” says an 
official release. “Projects” are such things as 
“water systems, sewage disposal plants, agricul- 
tural marketing co-ops, machine shops, or a 
motel for a resort area.” 

In its role, the local REA co-op will be in an 
excellent position to wheel and deal. It will certi- 
fy projects for ARA loans. If an area does not 


Suburban's answer 


Suburban Gas (Pomona, Calif.) has now filed 
its answer to the government’s suit charging 
violation of Sec. 7 (the so-called “anti-merger 
provision” of the Clayton Act. The Justice De- 
partment had alleged that Suburban had too 
large a share of the markets in Washington, 
Oregon, and Arizona. 

Suburban offered four defenses. The first was 
a general denial of many of the facts alleged in 
the complaint, primarily those concerning the 
volume of business done by the company in each 
state. 

These challenges to the accuracy of the govern- 
ment’s figures could prove rather interesting in 
court. Any estimates being made of consumption 
are still just estimates, and nothing more. 
Whether the Department of Justice has an in- 
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qualify for such, the co-op will spearhead the 
search for private financing. 

As for the money needed to purchase electrical 
machinery and equipment, the co-op will also 
attempt to obtain private financing. Should this 
fail, it will try the various agencies of the gov- 
ernment, including the Small Business Adminis- 
tration. If SBA won’t take it, the co-op will go 
to the REA in Washington for it, under amended 
Section 5. 

The implication here is clear: REA funds will 
be available only to firms nobody else wants to 
finance. Could it be that REA will fall heir to 
only the riskiest kind of risks? 

In any event, REA has succeeded in projecting 
itself just a bit farther into the industrial-com- 
mercial market in small urban areas. And it’s 
no wonder, for obviously the co-ops have arrived 
at the point where they must seek out new 
markets if they are to continue to expand. Nine- 
ty-seven per cent of the farms are already elec- 
trified. Now the co-ops must move to town. 

So it’s not only the rural areas that need a shot 
in the arm: the co-ops need one too. Mr. Clapp 
revealed this identity of interest with rural re- 
development when, in a speech before the Na- 
tional Rural Electrification Cooperative Associa- 
tion last May, he said: 

“Our job cannot end with bringing people elec- 
tricity and telephones. These services have made 
rural life more attractive for many young people, 
(but) they are not enough by themselves to 
arrest the drift away from our communities— 
and away from the meters on your power sys- 
tems. Idle services on our co-op systems have 
reached the 500,000 mark.” # 


fallible system for obtaining accurate figures, 
broken down by usage, we wouldn’t know. But 
apparently it doesn’t even have its facts straight 
regarding Suburban’s own sales, so the total fig- 
ures are certainly open to doubt. 


The second defense denied that the govern- 
ment has a cause of action, the third denied that 
retail sale and distribution of LPG is a “line of 
commerce” as defined in the Act. 


The fourth defense is the one that could have 
the greatest significance for the industry as a 
whole. Suburban denies that any of the states, 
or Washington and Oregon combined, is, “with 
respect to the retail sale and distribution of 
LPG products, a relevant ‘section of the country’ 
as defined in the Act.” In other words, is a state 
a market “unit”? A determination of this point 
would clarify an important question at this time. 





One of the Shortcuts to SUCCESS! 


Take a shortcut to a more successful business . . . capitalize on an established brand name! Don Capron 
of Capron’s LP Gas Service, was one of the first LP distributors in the nation to join the Cities Service 
“‘branded”’ program . . . and he’s glad he did! 

“Our chance to identify with a well-known name,” says Capron, “gives customers a better picture of 
our progressive organization. With a respected brand name such as Cities Service, it’s easy to maintain 
the fact that we’re providing a high grade of gas.” 

Capron operates one of the most successful LPG firms in the state. Besides getting quality products 
and prestige from Cities Service, Capron gets service. Large underground storage facilities and fast, 
dependable deliveries by Cities Service assure him of a never-ending LP Gas supply. 

Take a shortcut to success . . . go branded! Contact your nearest Cities Service 
Office for information. 


CITIES 


3435 Broadway 500 Robert Street 170 University Avenue 
Kansas City 11, Missouri St. Paul 1, Minnesota Toronto 1, Canada Ss = RV I . E 


20 N. Wacker Drive 3101 Euclid Avenue 1658 East Euclid 
Chicago 6, Illinois Cleveland 15, Ohio Des Moines 13, lowa LP®GAS 
701 Sherland Building 7730 Carondelet Ave. 626 E. Wisconsin Avenue 

South Bend 1, Indiana Clayton 5, Missouri Milwaukee 2, Wisconsin 


660 Beacon St. 1776 Peachtree Road, N.W. P. O. Box 2890 
Boston, Mass. Atlanta, Georgia Miami, Florida 


Slattery Bidg., Shreveport, La. 
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Here today, gone tomorrow— 
but meantime, what a load! 
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A St. Louis dealer 
is picking up 50 to 
500 customers at a 
time through a coop- 
erative arrangement 
with the gas utility. 
Even though he loses 
them when natural 
gas comes in, there's 
always another sub- 
division just waiting 
to be served... 
by ARTHUR C. 
NORRIS. 


IN THE SUBURBAN AREAS BOUNDING ST. LOUIS, A 
LEADING LPG MARKETER and the local gas utility have 
worked out an unusual form of “Gas Unity.” 

The “loads” involved are entire tracts or subdivi- 
sions. The L.P. gas firm, Suburban Gas Co., pipes and 
serves the tract until Laclede Gas Co., the utility, is 
ready to extend mains to it. Then Laclede buys the 
customer service system, Suburban pulls its tanks and 
vaporizers, and the entire area is converted to nat- 
ural gas. 

While Suburban does not get any bounty for the 
customers it loses (as do cooperating LPG companies 
in many Gas Unity areas), it considers the arrange- 
ment eminently satisfactory for these reasons: 

e If there were no such arrangement, Suburban 
would not get the whole load, and might not get any 
of it. 

e Suburban bags in one shot from 50 to 500 cus- 
tomers, with little selling expense involved. 

¢ The load is secure from competitors until such 
time as the gas mains reach it. 

e Since each development is piped as a grid and 
fed from a central tank, Suburban need pull only the 
central tank (or tanks) and vaporizers. There are 
no individual tanks that have to be removed and placed 
in inventory. 

e Suburban can supply an entire subdivision with 
a single fuel delivery. 

¢ Sold individually, many homes would be heating- 
only situations, with electricity taking the remainder 
of the fuel business. 

Here’s how the present plan was conceived: 

In 1959 a developer approached Suburban Gas with 





HISTORIC SIGNING: Late last winter, Suburban Gas and Laclede formalized their agree- 
ment with a written declaration of intention. Ready to sign the document are: J. D. Perkin- 
son, treasurer of Kirkwood Propane Gas Service and George R. Hays, vice president of 
Laclede. Behind them are: Richard L. Eckhart, a lawyer; Bob Davis, engineering, and Lee 
Liberman, assistant vice president in charge of operations, both of Laclede. 


the provosition that the company 
supply gas for all homes in a sub- 
division then being laid out. Sub- 
urban (which was then known as 
Kirkwood Propane) considered the 
idea from all angles. With close 
spacing of the homes, it seemed 
wasteful to serve customers from 
individual tanks. Some sort of 
block system made more sense. But 
the Missouri laws hold that two or 
more services from a single tank 
constitute a public utility opera- 
tion. 

Suburban decided the best move 
would be to go all the way and make 
the development a public utility 
type operation, served from one 
central tank (or a manifold of 
tanks). But Laclede gas already 
had a franchise to serve the area 
—if and when natural gas should 
become available. At such a time, 
Suburban would have to tear out all 
its services—which would be costly 
and disruptive. Furthermore, the 
public service commission probably 
would not issue the company a cer- 
tificate of public convenience and 
necessity, since Laclede already 
held one. Finally, even if these 
problems could be solved, the cost 
of engineering the job and laying 
the pipe loomed large. 

Suburban approached Laclede 
with a cooperative proposition. La- 
clede would lay out and install the 
system, to its own specifications, 
at Suburban’s expense. It would 
then be entitled to buy it from 
Suburban, if and when. 

As for the total load, in agree- 
ing to work with the contractor, 
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Suburban specified that it must get 
the entire load for each home— 
heating, cooking, and water heat- 
ing. This in itself gave Suburban 
an advantage it would not have 
otherwise enjoyed. In the St. Louis 
area, as in most other parts of the 
country today, a tract home is a 
package deal. The home is sold by 
the builder already equipped with 
all the built-ins he can stuff into it. 
This takes the buying decision on 
appliances out of the hands of the 
purchaser. So a dealer who can 
persuade a builder to go all-gas has 
a big load all wrapped up in one 
negotiation. 

Laclede agreed that a cooperative 
plan of this sort had merit. So, 
after the details had been worked 
out, the two companies embarked 
on the program. 


General foreman 
Charles Jackson (far 
left), looks on while 
crew digs trenches and 
lays mains on land that 
will contain 180 homes. 
Even though the utility 
made the installation, 
it will belong to Sub- 
urban, 


Although it was launched in 
1959, they did not formalize their 
agreement until last March. At 
that time, they got together and 
signed a “declaration of intention,” 
in order to “record their present in- 
tentions regarding the construc- 
tion, operation, financing, purchase, 
and sale of such systems.” (The 
“declaration,” incidentally, does not 
constitute a contract, but is rather 
a “guide for consideration of the 
parties in arriving at specific agree- 
ments with regard to particular 
propane gas_ distribution  sys- 
ee. 6 

These are its important provi- 
sions: 


Setting up a system. Suburban 
must construct each system accord- 
ing to drawings and specifications 
furnished by Laclede. 


It must also secure at its own 
expense all easements and other 
rights in property—including per- 
mits and franchises necessary for 
the construction, maintenance and 
operation of each system. ‘“‘When- 
ever practicable,” all instruments 
of acquisition of rights, including 
contracts, “shall disclose the right 
of Laclede to acquire” the system 
and to operate it under rules ap- 
plicable at the time of the acquisi- 
tion, “and all such rights and in- 
struments shall be assignable to 
Laclede.” Laclede also reserved the 
right to participate in negotiations 
and to approve the “form and sub- 
stance” of written agreements. 


According to J. Dale Perkinson, 


treasurer of Suburban, and the 
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company’s principal representative 
in the negotiations, this section of 
the agreement poses no problems. 
“Easements and other rights in 
property” are obtained easily and 
at little cost since Suburban is 
dealing directly with the builder. 
He is eager to cooperate, since he 
wants to see the system installed 
just as much as does Suburban. 


Approvals. As does any public 
utility, Suburban needs a certificate 
of “public convenience and neces- 
sity” from the state public service 
commission before it can construct 
and serve a grid system. Since 
Laclede already holds such a cer- 
tificate, it joins with Suburban in 
making the application for a tem- 
porary certificate. As an integral 
part of the application, a copy of 
the agreement is filed so as to pro- 
tect Laclede’s interests. Laclede 
also submits its written consent to 
the granting of the temporary li- 
cense. 


The installation. Suburban pays 
for all labor and material, and owns 
the system until Laclede decides to 
exercise its option to buy it. La- 
clede has the right to inspect the 
system and reject any of it within 
30 days after the completion of 
that part. Suburban can contract 
to have Leclede build it, or can have 
someone else do the work. 


Financing. Suburban can obtain 
construction money from either 
Laclede or an outside firm. Laclede 
will not lend more than the total 
cost of construction, excluding 
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tanks and vaporizers. A deed of 
trust and chattel mortgage secure 
any loans the company makes. So 
far, Suburban has not taken ad- 
vantage of Laclede’s loan offer. 
At such time as Laclede exercises 
its option to buy, it deducts all loans 
outstanding to it, plus accrued in- 
terest, from the purchase price. 


Maintenance. During the time 
Suburban owns and operates the 
system, maintenance is its respon- 
sibility. However, if Laclede makes 
the installation, it maintains the fa- 
cilities for one year free of charge, 
“but only if such maintenance is 
made necessary by defective work- 
manship in the original installa- 
tion.” 

If any repairs or replacements 
or other maintenance are required, 
Surburban is obliged to notify Lac- 
lede so the latter company can in- 
spect the work and pass on it; if 
it does not pass muster, Laclede can 
insist that it be redone. 

This restriction has caused Sub- 
urban no real problem, because 
Laclede itself is doing most of the 
construction and maintenance work, 
on a time-and-material basis. 


How the option works. When 
Laclede buys the system, it buys 
everything including all “rights” 
but excluding propane tanks and 
vaporizers. The company can exer- 
cise the option any time it chooses 
to with the exception that it “must 
exercise the option, if requested 
by (Suburban), if Laclede has nai- 
ural gas distribution facilities im- 
mediately adjacent to the propane 


gas distribution system.” 

The purchase price is determined 
by the length of time the system 
has been in service. If it has been 
in for three years or more, Laclede 
buys it as depreciated original cost 
less ‘‘any and all contributions in aid 
of construction collected by (Sub- 
urban).” Depreciated original cost 
is determined according to the pub- 
lic service commission’s formula. 
However, if less than three years 
has elapsed since the first propane 
tank was installed, Laclede is 
obliged to pay also a portion of the 
depreciated original cost of the stor- 
age and vaporization facilities. 

If this occurs within the first six 
months, Laclede pays 100 per cent 
of the depreciated original cost less 
salvage value. Any time in the next 
30 months, Laclede pays the depre- 
ciated original cost (less salvage 
value) less 3%rd per cent per 
month. 

Once Laclede takes up the op- 
tion, Suburban is relieved of all 
responsibility. Laclede makes all 
conversions of customer equipment 
at its own exepense. 

That, in essence, is the “deal.” 
It is obviously extremely advantag- 
eous for Laclede, which has had 
its problems in getting sufficient 
natural gas to keep up with demand 
in the fast-growing suburbs. St. 
Louis has been well up among the 
leading U.S. cities in the trend to- 
ward suburban living. The utility 
company simply cannot negotiate 
gas purchase contracts fast enough 
to keep up with it. 

The lag between demand and sup- 











71 Petrolane employees 
divide $10,000 in prizes 
in “Summersellmore” campaign 


A $10,000 CASH AWARDS “PIE” 
HAS BEEN CUT UP by some 71 em- 
ployees of Petrolane Gas Serv- 
ice Inc., Long Beach, Calif., as 
the result of the company’s 
systemwide “Summersellmore” 
campaign. 

Top winners, at $1000 each, 
were S. A. Deshner, Great Falls 
(Mont.) sales and service repre- 
sentative, and Roger Herberger, 
who carries the same title at 
Petrolane’s San _ Bernardino, 
Calif., affiliate, Eureka Southern 
Ga. Co. Deshner was the top 
salesman in the northern mar- 
keting area, Herberger in the 
southern. 

In addition, some 106 other 
prizes were distributed, ranging 
in value from $25 to $500. 

The campaign was conceived 
as a means of stimulating sales 
by employees who are not regu- 
lar, full-time sales personnel. 
Managers were allowed to com- 
pete only where they had charge 
of one- or two-man plants. 

Twenty grand prizes totaling 
$5000 were offered to the 20 em- 
ployees whose total sales during 
the four months Summersellmore 
(May, June, July and August) 
had the highest point value. 

As an example, all new L.P. 
gas appliances had a point value 
of three poirts, used L.P. gas ap- 
pliances two, and miscellaneous 
items such as hand torches, hot 
plates, trailer cylinders, gal- 
sights, etc., one. 

Each eligible employee was 
furnished with a large billboard 
poster, imprinted with a large 
Christmas tree, called a “Money 
Tree,” on which he attached a 
star for every sale as it was 
made, Plant managers awarded 
a gold star for each 3-point sale, 
a silver star for each 2-point sale, 
and red star for each 1-point 
sale. 

To create extra interest for 
employees to keep their own day 


to day record of their sales, $50 
in cash was offered to the em- 
ployee who sent in the “prettiest 
tree, with the most original de- 
sign,” to the sales promotion de- 
partment at the end of the Sum- 
mersellmore campaign. 

Out of a total of 349 employees 
eligible to compete, 66 sent in 
their trees to be judged for the 
$50 cash award. It was won by 
Clarence Rule, an employee in 
Petrolane plant at Billings, 
Mont. 

In addition to the 20 grand 
prizes, money tree award, a lot- 
tery ticket drawing for 84 cash 
awards totaling $3000 was held 
each month. 

The monthly lottery drawing 
plan called for the employee to 
fill out numbered cards giving 
full information about each sale. 
Three numbered stubs were at- 
tached, all with the same number 
shown on the sales information 
card. The employee’s name and 
the name of the town where his 
plant was located was written in 
on each stub. The three stubs 
were imprinted gold, silver, and 
red, corresponding with the point 
value of the gold, silver and red 
stars earned for each sale. 

A large barrel was provided 
in the sales promotion office in 
Long Beach, Calif., into which 
the lottery ticket stubs were 
placed. This encouraged the em- 
ployee to make as many sales as 
possible, for the reason the more 
sales he made, the more of his 
stubs were placed in the barrel 
which, of course, gave him more 
chance to have one of his stubs 
pulled from the barrel, when 
each of the monthly drawings 
were held. 

The 20 monthly cash awards 
totaling $1000 included two $100 
prizes; six $50 prizé&® and 20 
$25 prizes. To keep up interest 
throughout the campaign, the 
barrel was emptied each month. 








What a load! 





ply is frequently a matter of years. 
Today, if a builder wants his devel- 
opment piped for natural gas, Lac- 
lede must tell him to come back 
in two or three years. Meantime, 
of course, the entire subdivision 
may go all-electric. 

Or it can suggest a temporary 
arrangement with Suburban. 

It’s also a highly satisfactory 
arrangement for the Perkinsons, 
owners of Surburban. Laclede does 
some of their selling for them. They 
land 50 to 500 customers each time 
a sale is made. They get the whole 
load, not just househeating; other- 
wise they don’t take it. With the 
high cost of electric heat in St. 
Louis (despite some promotional 
rates set up by Union Electric Co.), 
houses are more salable with gas 
heat, so builders are eager to be 
able to offer this feature. Gas heat, 
then, becomes Suburban’s “foot in 
the door” for the entire household 
load. 

Perkinson estimates the average 
“life” of service to a tract is from 
three to five years. This means 
plenty of gallonage to help the 
payout on the equipment. And with 
the continual opening of new de- 
velopments beyond the mains, there 
is almost always a new place for 
any tanks and vaporizers that must 
be removed. 

And for short-life franchises, 
Laclede’s purchase agreement helps 
offset the in-and-out expenses. 

Suburban also gets expert en- 
gineering and construction from 
Laclede, which are especially im- 
portant in setting up any grid sys- 
tem. 

The L.P. gas company finds that 
it can absorb the sudden loss of 
200 or 300 customers without too 
much difficulty, because when one 
goes there is almost always another 
to take its place. So far, since 1959, 
the two companies have cooperated 
on six subdivisions in St. Louis 
county. Customers-per-system have 
ranged from 40 to 380. 

As Perkinson says, “How else 
could we go out and get 100 homes 
at one time?” If Suburban can lose 
customers in wholesale lots, it can 
gain them the same way. This is 
more than most L.P. gas dealers 
can hope to do. e 
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A BPN Exclusive 


To SUBURBAN GAS’ WAY OF THINKING, 
CUSTOMER METERS ARE FIRST AND FOREMOST 
A SALES TOOL. 

The company does not deny that they 
have many operational advantages as well. 
“Metergas” means, among other things, 
lower delivery costs and the reduction of 
out-of-gas calls; these things Suburban 
realizes fully. But when the company put 
on a drive for Metergas customers in early 
1960, its primary aim was to bring in new 
customers rather than convert the old. It 
saw no pressing need for changing over 
existing systems. To Suburban, Metergas 
was to be used primarily as a lever to add 





Maynard Bangs (left), sales promotion manager, 
and W. W. St. Clair, vice president in charge 
of marketing, both of Suburban Gas, discuss fea- 
to its present clientele. tures of the cooperative plan with real estate 
W. R. Sidenfaden, president of the Po- brokers. The plan has helped bring Suburban 
mona, Calif., firm, had long felt that vapor 742 more Metergas installations in the last six 
meters could lure new customers. So when months of 1960 than in the matching period of 
the company decided to go ahead with a 1959. The counter card that rests between them 
concentrated campaign, he assigned the is distributed to brokers by Suburban branch man- 
job to W. W. St. Clair, Suburban’s highly — 
able vice president in charge of marketing. 
The first thing St. Clair did was to 
analyze the market potential. Where, pri- 
marily, would the new customers come 


from? What types of situations offer the 
best chances for success? Suburban Gas 


Unless a company is simply out to swipe 
domestic customers from ‘its competitors, ‘. 
it must look for new situations. This means finds a Ow 
it must concentrate on transitions: people 
who are moving from one place to another, 
buying or building homes, or looking for i i] * 4 
places to rent or lease. 5a es a y: t e 

Any seasoned salesman knows he must 
“qualify” his prospects, eliminating those real estate broker 
who appear marginal so he can concentrate 
on the good ones. St. Clair eliminated 
renters (those without a lease) because 
they obviously would not qualify as stable 
clientele. He also decided that, for the 
purposes of the Metergas campaign, build- 
ers could be bypassed too. “In most subur- 
ban and rural areas,” he says, “homes are 
being designed and built by people from the 
big cities. I would guess that 75 per cent of them The next problem: How to reach them. 
in our markets are the work of absentee architects Suburban’s local plants were not so well 
and builders who have no conception of what L. P. staffed that employees could be assigned 
gas is. They don’t know L. P. gas, so they don’t the job of keeping track of people’s moves. 
specify it. They are a separate problem, and must The company has no full-time salesmen de- 
be approached in a different way.” voting their efforts to market cultivation. 

So Suburban’s Metergas markets were narrowed “Who,” mused St. Clair, “is in the best 
down to people who were buying or leasing. position to know about the movements of 
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YOUR LOCAL REDI-GAS COMPANY 
WOULD LIKE TO HELP You! 


iedi-Gas, the west's 


brochure. 








Here's how Suburban broke the news about its 
cooperative program to the real estate broker. 
At left is front view of a mailing piece which was 
sent to 8000 brokers and agents throughout the 
west; below is reproduced center spread of the 
The back page, not shown, explains 
various facets of campaign. 








og HUGE PROMOTION FOR | 


All over the West; new people are moving in . . 


springing up. .*. 


and practically everyone is depending on you . . 
Agent . . . for guidance in the buying and selling of land and 
residences, for the leasing of property, for the renting of 


domestic and commercial real estate. 


NOW... HERE’S WHAT REDI-GAS 
WILL BE DOING FOR YOU... 


new commercial ventures are opening their doors — 


JUST 
you : 


. new industries are 


. the Real Estate 











people in an area?” The answer 


was immediately clear: the local 
real estate brokers. 

So Suburban built an entire pro- 
motion campaign around them. 

The thing to do was to enlist 
their aid. The way to do it was to 
indulge in some mutual back- 
scratching. 

St. Clair contacted every one of 
Suburban’s dozens of local plant 
managers in the west. Each tore 
from his local telephone directory 
the yellow page listing of all real 
estate brokers in the area. All these 
sheets were forwarded to the home 
office; from them, mailing lists 
were compiled. All told, Suburban 
found 8,000 real estate brokers ana 
agents in its various marketing 
locales. 

Each was sent a colorful brochure 
which said, “Your local Suburban 
Gas company would like to help 
you. . . . We’ve planned a huge 
promotion just for you!” 

“Now, here’s what Suburban Gas 
will be doing for you. . . .” The 
brochure went on to explain that 
“all over the west, new people are 
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moving in... new industries are 
springing up ... new commercial 
ventures are opening their doors— 
and practically everyone is depend- 
ing on you for guidance in the buy- 
ing and selling of land and resi- 
dences, for the leasing of property, 
for the renting of domestic and 
commercial real estate!” 

Suburban promised to send out 
direct mail, make available folders 
and counter cards, and put on radio 
advertising—all extolling the im- 
portance of the real estate people 
in the community. 

“Suburban Gas is doing this for 
you—won’t you recommend Subur- 
ban Gas to your clients?” 

With the brochure went ten 
copies of the handout folder, 
“Here’s How Your Real Estate 
Broker Can Help You.” They were 
told that each one of Suburban’s 
73,000 customers in the west was 
being sent a copy, and that the 
real estate broker would be sent a 
supply for his own purposes, on 
request. 

The counter cards were put on 
display in every Suburban office. 


The real estate broker was told he 
could obtain a supply from his local 
Suburban Gas office for distribu- 
tion to banks and other local out- 
lets, and for use in his own office. 
The card contained a “take one” 
pocket which held a supply of the 
folders. 

The brochure, which was sent out 
in the early spring of 1960, met 
with instantaneous response. 

In sending in its order for fold- 
ers, the Yacaipa Valley, Calif., 
Board of Realtors wrote, ‘“We 
would like to thank your company 
for designating June as Real Es- 
tate Month and for your advertis- 
ing recommending a real estate 
agent. (We) wish to co-operate in 
passing out your (folders) and 
(helping) to advertise your product 
as well.” 

Phoenix, Ariz., realtor A. W. 
Reese wrote, “You can certainly de- 
pend on me to plug Suburban Gas 
on all deals.” 

Said the Desert Empire Board 
of Realtors: “Local realtors extend 
their congratulations and say ‘many 
thanks.’ It isn’t often that a con- 
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“Nobody had ever 
bothered to tell 


people 


the real estate 
broker was a good 
guy. We did it, and 


he appreciated it.” 
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Here are examples of how Suburban told the story of the real estate broker 
to the public. At left is a reproduction of a 4-page mailing piece distributed 
to all real estate brokers' prospects. At right is a newspaper ad which was 
placed in newspapers throughout the Suburban marketing areas. 





cern in an entirely different field of 
endeavor takes it upon itself to ad- 
vertise the services and virtues of 
another.” 

Wally St. Clair puts it a little 
more succinctly: “Nobody had ever 
bothered to tell people the real es- 
tate broker was a good guy. We did 
it, and he appreciated it.” 

In 1960, 150,000 brochures were 
printed and mailed out. The re- 
sponse from the real estate brokers 
and the results in terms of new 
Metergas customers were sufficient 
to encourage Suburban to repeat 
the campaign in 1961. The same 
materials were used, but the proce- 
dures were changed somewhat. 

“Eight thousand real_ estate 
brokers were too many,” says St. 
Clair. “Many were not active in 
our primary marketing areas.” The 
mailers were wasted on them. So 
this year Suburban was more selec- 
tive. The company asked each local 
manager to submit the names of 
co-operative real estate brokers in 
key areas, based upon 1960’s ex- 
perience. The result was a pared- 
down list of 2700. 
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The home office sent the real es- 
tate brokers nothing but the solici- 
tation brochure. When they re- 
sponded with orders, the materials 
were sent to the local Suburban 
manager, who delivered them per- 
sonally. This, St. Clair feels, furth- 
er solidified the idea that the local 
manager was working with the real 
estate broker. 

Despite the greater selectivity 
of the mailing list, the print order 
for mailing pieces was increased to 
270,000. 

Suburban has not put all its 
Metergas eggs in one basket. The 
real estate program is only effective 
during the peak of activity, which 
strikes in the summer months. 
Most people do their moving when 
school is out. So the solicitations 
begin in April, mailings are made 
in May, and the actual campaign 
goes from June through September. 

The remainder of the year, the 
company depends on other types of 
promotions. At summer’s_ end, 
there’s a giant appliance sale and 
consumer giveaway, the “Carnival 
of Values.” Because of outstanding 


values and the opportunity to par- 
ticipate in the many prizes, appli- 
ance sales are at a peak and many 
appliance buyers are new gas cus- 
tomers who are signed up on 
Metergas. 

Another successful promotion is 
the “oil barrel” program. This is 
confined to the Pacific Northwest, 
where oil heat is firmly entrenched. 
As St. Clair explains it, “In Wash- 
ington and Oregon there are thou- 
sands of homes where oil is used 
for heating but which have no con- 
ventional storage tanks. They mere- 
ly set up 55 gal. oil drums, singly or 
in pairs, outside the house and feed 
the system by gravity flow.” 

Suburban drivers systematically 
record the addresses of such instal- 
lations. Leads are forwarded to the 
division office; from there mailings 
are sent out offering the oil barrel 
user a generous trade-in on space 
heaters (in some cases) or central 
systems. 

During the past two years, the 
trade-in offer combined an appli- 
ance with a Metergas system. 

Another promotional program 
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that was tied into the Metergas was 
the customer appreciation program. 
Under this plan, customers submit 
the names of prospects for either 
appliances or new systems; if the 
sale is made, the customer receives 
a free gift of his choice—an alumi- 
num griddle, beverage pitcher, 
three-piece aluminum range set, or 
singing teakettle. 

Last year, the same courtesy was 
extended to real estate brokers. In 
one town, where a concentrated 
effort was made, names sent in by 
real estate brokers were converted 
into 17 Metergas systems. 

Now for the proof of the pud- 
ding: Was all this effort wasted or 
did it produce the volume of busi- 
ness that it should? 

The figures tell the story. Let’s 
go back to the first six months in 
1960, before the program was put 
into effect. In that period, during 
which a normal amount of emphasis 
was placed on Metergas service, 38 
more Metergas installations were 
made than in the same six months 
in 1959. Then the program start- 
ed: in the last six months of 1960, 
743 more Metergas installations 
were added than in the matching 
period in 1959. 

With the program lying more or 
less dormant in the first five 
months of 1961, increases over the 
same period the previous year 
slipped to 119. However, in two 
districts a total of 150 customers 
were lost to natural gas; had this 
not happened, the increase would 
have exceeded 250, which indicates 
that the momentum of the 1960 
real estate broker program was 
carrying over into the new year. 

So Suburban is well satisfied, as 
well it should be. It has found a 
new ally, a key ally, whom no one 
else bothered to cultivate. The com- 
pany will continue to cultivate him 
in the future, so long as the co- 
operation continues to produce new 
business. 

It’s a good bet that this mutual 
back-scratching will go on for a 
long time to come. 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Cal. 
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METERING CONDITIONS 


HANDLING 


A. 


While transporting 





i. 


The loading and unloading of vapor meters from or into storage 
should be accomplished with a maximum of care. Although the 

meter is a fairly rugged piece of equipment, it is a calibrated 
device. As such, its accuracy depends on the alignment of opera- 
ting parts. A-sharp impact can cause misalignments, resulting in 
inaccuracy or "stuck" meters. 

Where possible, trucks should be equipped with padded partitions 
so as to isolate one meter from another. Such sections are easily 
constructed and can save much cost in the long run by eliminating 
meter damage due to road vibrations. 

If trucks cannot be partitioned for meter transporting, meters 
should be stacked carefully on the truck bed in an upright position 
and separated by layers of cardboard or other shock absorbent 
material, 


In storage 


1. 


The area chosen for storing vapor meters should be under roof, dry, 
and on some sort of platform or flooring. Every month of protected 
storage time is another month of trouble-free performance. 

Meters should be stocked in an upright position, capped, and in 
cartons (when available). 


When disconnecting 





i 


It is a natural tendency when taking a meter out of service for 
"Cause" (leaking, D.R., etc.) to treat it with less consideration 
than a shiny new one. However, the handling practices described 
above are equally important in either case. Damage subsequent to 
the original failure hides the facts and adds to the cost of repair, 
When removing a meter from service, cap it immediately so as to 
keep out dust and moisture. 


INSTALLATION 


A. 


Meter position 


Where hanging brackets are employed with tank studs, piping is not 
too important to meter function. However, if the meter is installed 
with rigid piping, certain precautions are necessary. A meter 
should not be hung by one tube screw on the house riser without some 
other balancing support. Where there is rigid piping on both inlet 
and outlet sides, care should be taken to align the sides before 
meter hook-up to insure against leaks caused by prolonged strain 
later on. 

Piping and tubing should be neat. This has little to do with meter 
function but rather with customer relations. Sloppy, misaligned 
equipment fosters distrust of both the measuring device and the ser- 
vice as a whole. 


Testing 


1 


The primary test of a vapor meter after installation, of course, is 
for leaks. All meter seams and connections should be coated with a 
soap solution so as to show even pin-hole bubble streams. All 
attendant piping should be similarly tested. 

Before appliances are turned on and after gas has been allowed to 
enter the house line, pipe leaks can be determined by a check of 
the 1/4 cubic foot test hand on the meter index. The meter will 
register down to 1/32 of a cubic foot per hour. A leak of pilot 
light size is about 1/10 cubic foot per hour. 


SERVICING 


A. 


Checking installation 





1. 


” 


Each time the tank is filled the driver should check the meter in- 
stallation for damage and alignment. 

Indexes and index boxes can be replaced, if broken, in the field 
on the W-175 or AL-110 meters. If the index itself is broken, the 
service must be shut down before it can be replaced. 


Leak testing 


Periodically the entire installation should be tested for leaks with 
a soap solution. Causes for leaks subsequent to installation can 
come from the expansion and contraction of metal joints due to 
temperature changes, cold-flow of gaskets, metal fatigue from built- 
in pipe strain in the original installation, and small boys with 
large screwdrivers, 


Registration 


ve 


Nearly all modern appliances have pilot lights. During the time 
that the tank is being filled the 1/4 foot test hand should advance. 
If it does not, the driver should investigate for the possibility 
of a D.R. meter. 


Appearance 


de 


A new gas meter has an excellent coat of paint, normally about three 
mils thickness. For purpose of corrosion.protection and good cus-~ 
tomer relations, consideration should be given to keeping it new 
looking by periodic touch-up when necessary. 





42 


BUTANE-PROPANE News 








What every employee of a 
metering company should know— 


FOR ANY COMPANY THAT IS 
GOING INTO METERING ON A 
LARGE SCALE, proper indoctrina- 
tion of its personnel is a must. 
From the driver to the office girl, 
they must understand how and 
why metering works, and what 
it can mean to the company and 
its customers. 

American Meter Co., which 
supplies meters to Suburban, 
worked closely with the company 
in a system-wide indoctrination 
program. This schooling, which 
varied in duration from 2 to 
about 12 hours, depending upon 
the district manager’s desires, 
was arranged and conducted by 
Gordon Campbell, American Me- 
ter sales engineer in southern 
California. 

Meetings were held at each 
district’s headquarters. The out- 
line which Campbell followed in 
making the presentation is 
shown on the far right. From 
this outline, Campbell tailored 
his discussions to the time al- 
lotted and the interest shown by 
the audience. 

“Certain parts of the presen- 
tation can be gone through 
quickly and superficially,” says 
Campbell; i.e., the first subsec- 
tion under ‘“‘Measurement Meth- 
ods” is of no direct concern 
to employees. But it should be 
mentioned in passing to give 
them a well-rounded picture of 
measurement, from start to fin- 
ish. It also helps impress upon 
them the importance of measure- 
ment all along the way, and the 
lengths to which manufacturers 
and users will go to insure ac- 
curacy. 

The subsection dealing with 
liquid meters, is also only indi- 
rectly related to vapor metering, 
but the connection is obviously 
not so remote. 

Campbell laid a good deal of 
stress on the advantage of me- 
tering as a sales tool in section 1 
of the outline. “To our knowl- 
edge, Suburban is the first com- 
pany that has considered meters 
in this way.” 


He also dwelt at length on the 
construction of the meters. This 
aspect is important for two rea- 
sons. First, employees must be 
impressed with the breakability 
of the meter. They must know 
that it is too delicate to with- 
stand rough handling. Secondly, 
they need to be impressed with 
its reliability. “It helps for them 
to know why one part is made 
of such-and-such a _ material, 
something else of another,” says 
Campbell. “They need to be pre- 
pared to answer prospects’ ques- 
tions about the meter itself. 
They can do this much more in- 
telligently if they know how it 
operates and why it is built as 
it is.” 

Even the girls in the office 
should be exposed to this part 
of the indoctrination. “They 
should be sufficiently informed 
so that they are convinced a me- 
ter is a good piece of equip- 
ment,” Campbell believes. “If a 
customer complains about his 
bill, her attitude toward the me- 
ter will have a lot to do with 
whether his confidence is re- 
stored or further impaired.” 

One of the most important 
sections in the presentation is 
the discussion of Boyle’s and 
Charles’ laws, according to 
Campbell. They must know the 
effects of temperature and pres- 
sure on volume. An understand- 
ing of Boyle’s laws shows them 
why there must be pressure cor- 
rections for high pressure meas- 
urement, for example. They 
should also know why _ tem- 
perature differentials must be 
compensated for. (Suburban, in- 
cidentally, uses temperature com- 
pensating meters in nearly all 
areas.) Campbell also discussed 
the sheets labeled “Metering 
Considerations,” opposite page, 
before distributing. Every plant 
manager and every truck driver 
was given a copy. 

With this amount of prepara- 
tion, Campbell feels the employee 
should be ready to install, serve, 
and check metered installations. 


Following is the outline used’ 
by Campbell to indoctrinate Sub- 
urban employees. 


WHY METERS? 


Customer considerations 
City type service in rural 
areas; "modern" 
Monthly billing 
No tuel outages 

Suburban Gas considerations 
First three above;'"’ meters a 
“sales tool 
Customer security; competitors 
will not pirate 
Ease of truck scheduling 
Summer fuel storage on cus- 


tomer premises 


MEASUREMENT METHODS 


Orifice meters at refinery level 
Positive displacement meters, liquid 
Function 
Construction 
Calibration methods 
Positive displacement meters, vapor 
Function (show cut-away) 
Construction 
Calibration method 
Discuss importance of bearing 
construction, diaphragm-to-valve 
ratio, displacement per revolu- 
tion, adjustable tangent 


GAS LAWS 


Boyle's law 
Discuss base pressure of II 
in. we 
Discuss pressure correction for 
high pressure measurement (small 
industrial loads) 

Charles law 
Explain 60-deg base temperature 
Discuss daily residential peak 
loads, winter time 
Discuss gallon-to-cubic-feet 
rationalization 
Discuss temperature compensat- 
ing tangent 


LITERATURE 


Discuss “Metering Considerations” 
Discuss general literature in 
folder 

Outline other literature 

and texts available 


AMERICAN METER COMPANY 
Describe departments, services, and 
facilities 
Cover thoroughly all available local 


American Meter personnel, including 
probable call frequencies 
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Johnston Snipes, editorial di- 
rector of the National L.P. 
Gas Council, presents press 
kit materials to members of 
the public relations committee 
during wind-up meetings of 
50th anniversary committees 
held in Chicago in late Sep- 
tember. 


State, local programs devised 


for 50th anniversary celebration 


THE L.P. GAS INDUSTRY’S 50TH ANNIVERSARY 
PROGRAM for 1962 was forged into final shape in 
late September at Chicago meetings of the Na- 
tional L.P. Gas Council’s advertising, dealer sales 
aids and public relations committees. 

Under the umbrella of a national advertising, 
promotion and public relations campaign, state 
trade associations and local dealers have been in- 
vited to participate in grass roots activity for the 
mid-century jubilee, according to Andrew Olson, 
president of the Protane Corp., Cleveland, and 
chairman of the 50th anniversary committee co- 
ordinating the overall program. 

State and regional associations have been pro- 
vided with a program centering on their 1962 con- 
ventions and gubernatorial proclamations of L.P. 
Gas 50th Anniversary Week. All members of the 
industry in each state, whether Council members 
or not, will have the opportunity of participating 
in an extensive national advertising program 
through individual dealer listings. In addition, the 
associations have been provided with publicity ma- 
terials and instructions for dealers contests to 
build store traffic and customer contact lists. 

Charles Francisco, president of Fuelane Corp., 
and chairman of the dealer sales aid committee, 
revealed that Council member dealers will be pro- 
vided with materials to exploit the anniversary 
theme. These will include window banners, balloons, 
advertising mats, direct mail pieces, publicity re- 
leases and local sweepstakes programs. He said a 


mid-century “Golden Bargain” emblem will be made 
available for member dealer designation of appli- 
ances selected for special sale. 

Phil Harper, Jr., president of Harper-Wyman 
Co., said his public relations committee had ap- 
proved a program for disseminating news and fea- 
ture articles on the industry’s history and accom- 
plishments to some 18,000 publications. This will 
include a series of twelve “Changing Scene”’ car- 
toons dramatizing the great changes in home and 
farm living due to L.P. gas and L.P. gas appli- 
ances and equipment. A full newspaper-sized page 
of anniversary news, features, editorials and illus- 
trations will also be released to the nearly 4000 
weekly and small daily papers receiving the car- 
toons, he said. 

The advertising committee meeting under the 
chairmanship of Don Barton, sales manager of the 
Skelgas Division of Skelly Oil Co., approved anni- 
versary advertising schedules for the spring of 1962 
with heavy emphasis on product copy. 

Fiftieth Anniversary Committee Chairman Olson 
has announced that certain exceptions will be made 
to the normal Council policy of restricting its bene- 
fits to members. Because of the industry-wide na- 
ture of the mid-century program, the jubilee infor- 
mational brochure “Fifty Years of Progress and 
Achievement,” will be offered for sale in bulk quan- 
tities to all the industry. This will be in addition 
to universal dealer participation in the national 
advertising package. ®& 


BUTANE-PROPANE News 





The Mid-America Pipeline control board is located in the Tulsa office. Robert E. Thomas, president of the company, is shown 
operating the console while D. A. Roach, vice president, looks on. Third man on the executive team is Gil V. Rohleder, general 


superintendent, not shown. 


How Mid-America controls 


operations on a 2184-mile system 


from a central dispatching center 


KEN KRIDNER 


WHEN YOUR TRANSPORT (OR YOUR HAULER’S TRANS- 
PORT) hooks up to a supply tank at one of Mid- 
America Pipeline Co.’s terminals, it is in effect 
becoming the final link in a continuous pipe that 
may be 2000 or more miles long. 

There are no interruptions in this chain, which 
has its start on the plains of western Texas or east- 
ern New Mexico. In fact, so well integrated is the 
entire system that the withdrawals you make from 
the terminal’s storage tank indirectly activate the 
system control center in far-off Tulsa, Okla. From 
there, inputs into and deliveries from the line are 
automatically controlled. The dispatcher in Tulsa 
can speed flow through the line or slow it down, 
and he can even activate the filling of above-ground 
tanks at all the terminals. 

Centralized control of this magnitude is highly 
important in a system as complex as Mid-Amer- 
ica’s. It runs for a distance of 2184 miles, taps 
some 35 gasoline plants and refineries, and carries 
product for a number of producers. The product is 
commingled and delivered to nine terminals, from 
Conway, Kan. to Pine Bend, Minn. and Janesville, 
Wis. (see system map). 

Along the way are 14 pumping stations having an 
aggregate horsepower rating of 16,500. 
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Through the southern portion of this complex 
can flow 50,000 bbl-per day, and through the two 
northern legs, taking off from its Conway, Kan., 
operating terminal, an aggregate of more than 
67,000 bbl. (One leg, leading westward can carry 
35,000, the other 32,000.) Placed in full service 
last December, the line carried 42,000 bbl (1,764,000 
gal) on the peak day last winter. 

Deliverability is both increased and made more 
flexible by the large volumes of underground stor- 
age available along the way and the sizeable above- 
ground storage at delivery points. Mid-America 
has 161,000 bbl of underground storage in two 
caverns of 131,000 and 30,000 bbl capacity at Hobbs, 
N. M., and 240,000 bbl of storage in four caverns 
(three of 70,000 bbl each and one of 30,000-bbl 
capacity) at Conway, Kan. Late last summer, addi- 
tional caverns were being washed out at both 
locations. 

Aboveground storage is furnished by use of 1500 
bbl tanks at each delivery terminal and at the two 
operating terminals. At both Pine Bend and Janes- 
ville, 7500 bbl of such storage has been provided. 
An additional 8800 bbl is under construction at 
Pine Bend, 4200 bbl of aboveground storage is 
available at Sanborn, Iowa City, and the new 
Ogden terminal, and 2800 bbl at the Greenwood, 
Kearney and Moberly delivery stations. Product 
inventory in the pipeline itself represents some 





At the Greenwood Terminal station, the piping leads in with the mainline takeoff going 
toward the left. The valve with the black topworks is the control valve opened by the Tulsa 
dispatcher to initiate delivery into the terminal. At the far right are the two electrically- 
driven pumping units. The brick building houses control equipment for the pumping units. 
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734,500 bbl (approximately 31 mil- 
lion gals) of product. 

To find out how the automatic 
remote control system functions, 
we talked with Glen Mace, elec- 
trical engineer who is responsible 
for the electrical equipment used 
throughout the pipeline system. 
As may be noted from the com- 
pany’s system map, three different 
types of stations are used on the 
pipeline. At Hobbs, the initial sta- 
tion on the system, facilities are 
provided for underground as well 
as aboveground storage. At Con- 
way, similar storage is available; 
however, Conway is in effect two 
stations constructed on the same 
site and so manifolded that the 
operator may divert product from 
the south to either of the two north- 
ern legs. Of the remaining main- 
line pumping stations, seven func- 
tion for pumping only, supplying 
additional energy to the product to 
push it through the pipeline. The 
other seven stations are terminal 
points and have facilities for prod- 
uct delivery to shippers or their 
consignees. Four of these stations 
also have pumping equipment for 
moving the product along the pipe- 
line. Three are terminus points 
only. 

This difference in characteristics 
and equipment at the stations is 
pointed out to clarify Mid-Amer- 
ica’s operating procedure. At those 
stations classified as delivery ter- 
minals, and at Hobbs and Conway, 
personnel are on duty to handle 
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such functions as billing, loading, 
customer relations, and valve 
switching at the operating termi- 
nals. Product is injected or with- 
drawn from cavern storage through 
manual manipulation of valving. 


Even though these stations have 
personnel in attendance, the pump- 
ing facilities there as at every sta- 
tion in the line are under the com- 
plete control of the dispatcher at 
his remote position in Tulsa. 
Seated before his console desk and 
display panel, he supervises the 
entire system. Knowing require- 
ments at all times, he can control 
operation of pumping equipment at 
intermediate points to move the 
product along the line at the de- 
sired rate to arrive at a designated 
terminal when it is needed. He can 
activate deliveries by presetting 
into local control equipment (by re- 
mote instruction sent over leased- 
lines) the amount of product to be 
delivered: the local equipment will 
then act to deliver the product and 
shut itself off without additional 
instruction. However, the dis- 
patcher must depend upon person- 
nel located at Hobbs and Conway 
for diverting product from the 
pipeline to underground storage 
or for withdrawing product from 
storage for transporting farther 
north. 


The dispatcher reacts in much 
the same fashion as the driver of 
an LPG-tanker, as he observes the 
operation of the power unit in his 
tractor by viewing the gauges 
mounted before him in the cab. De- 
tecting a decrease in speed, he 


pushes down on the accelerator and 
the tractor-tank unit moves along 
at a greater speed. Both observe, 
make a decision, issue a correc- 
tive instruction, and then observe 
the effects of the change. The only 
difference is the distance involved. 

The pumping stations are out- 
fitted with 2300 volt, 60 cycle, 
three-phase electric motors driving 
centrifugal pumps varying in size 
from 350 to 1000 hp. Since com- 
mercial power is used in the opera- 
tion of the motors, the power surge 
required for starting must be mini- 
mized. To accomplish this, Mid- 
America starts the pumping units 
by transmitting a signal activat- 
ing the Limitorque operator on the 
suction valve. Full travel of the 
valve requires 45 seconds. After 
the suction valve is open, a signal 
from the Limitorque to the oper- 
ator on the discharge valve starts 
that valve to opening. The dis- 
charge valve takes 90 seconds and 
is still in a closed position, a signal 
from its Limitorque operator starts 
bringing the motor up to speed. 
Since the motor comes up to speed 
while the discharge valve is still 
closed —and a centrifugal pump 
working against a closed vaive is 
in a no-load condition—the power 
company’s line is not jarred. 

After the station pumping equip- 





How M-A prepares 
daily statements 


Each morning between the 
hours of seven and aine, the 
teletype circuit connecting each 
operating and delivery terminal 
to the dispatch center is set 
aside for transmitting messages 
on product handling. The data 
sent from the stations includes 
a code letter designating the 
shipper, the volume of product 
loaded or received, and the bill 
of lading number that covers the 
transfer. From the dispatch cen- 
ter, the information is taken to 
a tabulating group where latest 
electronic computing equipment 
is used for preparing a system 
balance and daily statements for 
each shipper having product in 
the pipeline or storage. In this 
manner, each shipper is immedi- 
ately and daily aware of status 
of his product. 
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ment is in operation, the dispatcher 
in Tulsa supervises and controls 
the suction and discharge pres- 
sures at the station. A pressure 
set-point is transmitted and re- 
ceived on local equipment, which 
constantly senses the suction and 
discharge pressure and compares it 
against the set-point value. Should 
the suction pressure drop too low 
or the discharge pressure exceed 
the preset value, the local con- 
troller will send a signal to the 
control valve actuator, throttling 
that valve toward a closed posi- 
tion. This would reduce the dis- 
charge pressure and raise the suc- 
tion pressure. The controller would 
continue to sense the suction and 
discharge pressure and _ send-out 
corrective signals to the control 
valve actuator until the desired 
pressures were obtained. Suction 
pressure set-point conditions can 
be changed by the dispatcher by 
transmitting a new value to the 
station equipment. 

The newest addition to the pump- 
ing equipment of the Mid-America 
system is the packaged gas turbine, 
which is also used in natural gas 
transmission system operations. As 
this was written, installation was 


being completed of a Solar Air- 


craft skid-mounted turbine unit 
powering a Bingham centrifugal 
pump. Rated at 1100 hp, this tur- 
bine unit will use L.P. gas for fuel, 
making it the only prime mover on 
the system using the same prod- 
uct as is moving through the pipe- 
line. The unit will be located be- 
tween the Greenwood and Sanborn 
stations on the west leg of the sys- 
tem, and wiil serve a lateral under 
construction to Ogden, Iowa. 

The unique aspects of the tur- 
bine’s operation is that it will be 
almost completely divorced from-the 
remainder of the pipeline system. 
It will be unattended, and will have 
no telemetering of data or remote 
control facilities. The turbine will 
start or stop by sensing the pres- 
sure conditions around the pump 
valving: when the pressure at the 
pump by-pass indicates deliveries 
on the pipeline are high, the tur- 
bine will come on the line, and when 
the differential pressure across the 
suction-discharge drops to a pre- 
set value, the turbine will shut 
down. The dispatcher will rely 
upon information received from the 
upstream and downstream locations 
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Shown above are the locations of the existing LPG system and additions now under con- 


struction. 


for knowledge of what the turbine 
unit is doing. 

Should an operator at one of the 
delivery terminals want to have the 
aboveground storage tanks filled, 
he would transmit this request to 
the Tulsa office via leased teletype. 
The dispatcher would schedule de- 
livery of product into the tank at 
the most favorable time, consider- 
ing its effect on the overall system 
operation. 

Delivery then would be initiated 
by an electrical coded signal trans- 
mitted from the Tulsa dispatch 
center to the terminal station, 
where it would be “stored” in a 
relay bank connected to a turbine 
liquid meter. This relay bank might 
be compared to a heavy spring in 
a clock movement: the signals fed 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Cal. 





into the relay-bank would “wind 
it up” to a tension equal to the 
volume desired. A signal from the 
relay bank to the valve operators 
controlling liquid flow into the ter- 
minal tanks would open them and 
permit delivery to begin. 

For every 10 bbls of product de- 
livered through the turbine meter, 
an electrical pulse is emitted; the 
relay bank counts these pulses and, 
in effect, “unwinds the spring.” 
When the desired delivery has been 
made and sufficient pulses counted, 
the spring may be said to have 
been unwound. Then a signal from 
the relay-bank to the valve oper- 
ators will close the valve and stop 
delivery. 

During the time delivery was in 
progress, the dispatcher would have 
been receiving a signal which would 
turn on a delivery light indicating 
that valve is open and the delivery 
is being made. When the delivery 
is completed, the delivery light will 
go out. At any timeduring deliv- 
ery, or upon completion, the dis- 
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patcher may obtain information on 
the volume delivered by querying 
the relay bank at the location. 

Mid-America looks in the future 
to closer control by the dispatcher 
over terminal storage by making 
constant tank gauging available to 
the Tulsa office. This would per- 
mit the dispatcher to view the 
electronic gauge indication on each 
tank at every location and schedule 
deliveries to make the most effi- 
cient use of terminal storage. 

The equipment used throughout 
the system for control was designed 
and manufactured by Union Switch 
and Signal Division of Westing- 
house Air Brake Co. On a large 
panel before the dispatcher in 
Tulsa appears a schematic repre- 
sentation of the Mid-America sys- 
tem with provision for digital data 
at each location as to suction, case, 
and discharge pressure. At those 
stations where flow measurement 
or delivery measurement is avail- 
able, provision is made for a digital 
display of volume. In addition, 
small target lights furnish the dis- 
patcher with essential information 
concerning such items as power 
failure, communication failure, elec- 
trical or mechanical fault, valve po- 
sition and alarm conditions. 

Before him on a desk console the 
dispatcher has facilities for desig- 
nating the station that he wishes 
to control or supervise, for select- 
ing the function he wishes to con- 
trol, or for inserting desired values 
of set-point pressure or delivery 





How water was— 
and is—removed 


The strength of the pipe was 
tested following construction us- 
ing water as the test-fluid, so it 
was necessary to plan in advance 
for its complete removal, Scraper 
traps were installed at the pump- 
ing stations to permit on-line 
pigging, and many pigs have 
been put through the system 
since December, 1960. Once the 
pipeline has been dried through 
the removal of all water, there 
will be no necessity for the 
scraper traps, they will become 
obsolete equipment, and most 
likely will be removed. Propane 
in the Mid-America line is sub- 
jected to three drying opera- 
tions. It is dried at point of 
manufacture before entrance 
into the pipeline, it is again 





dried by stream pipeline dryers 
at Hobbs or Conway and is 
passed through a third filter 
dryer just prior to loading. De- 
hydrators were also put in at 
the operating and terminal 
points primarily for the elimi- 
nation of the water remaining 
in the line after testing. 

To control the quality of the 
product received in the line, the 
company has equipped field per- 
sonnel with devices for conduct- 
ing dewpoint tests of the prod- 
uct at all entry and delivery 
points. For further assurance 
that the product handled was 
bone-dry, National Tank regen- 
erative-type alumina dessicant 
dehydrators were installed at 
Hobbs and Conway. Drying tow- 
ers were also erected at each de- 
livery terminal, using disposable 
desiccant materials. 








volume. For example, if the dis- 
patcher wished to control Janes- 
ville station for delivery of prod- 
uct into tankage, he would need 
only to depress the Janesville but- 
ton, insert the digits correspond- 
ing to the volume of product de- 
sired to be delivered, and depress 
the code send button. As the data 
were entered into the coding and 
transmitting equipment at the con- 
trol center, the dispatcher would 
see target lights on the console in- 
dicating Code Send and Code In- 
dication. As the signal was trans- 
mitted to the station, the Code Send 
light would come on. When a signal 





How interface mixing 
is detected 


At this time the Mid-America 
system is used for the transpor- 
tation of propane, and iso-butane 
but the line has been designed 
for handling several different 
products, batched through. Un- 
der these conditions, how will 
product be kept separated to as- 
sure an acceptable propane or 
iso-butane product? 

To determine the amount of 
interface liquid mixing between 
products, Mid-America has in- 
stalled instrument using cesium 
at the Conway station. The 





cesium which is radioactive, is 
located on the bottom of the 
pipe and with a sensing unit is 
affixed on the top. It has been 
found that radioactive rays are 
shielded by specific gravity; 
thus the intensity of the ray af- 
ter passing through the propane 
may be correlated as a function 
of specific gravity of the pro- 
pane. The greater the specific 
gravity of the product, the less 
radioactive rays that will perme- 
ate it. The sensing device 
mounted on top of the pipe de- 
tects the change in ray strength 
and a recorder makes a record of 
the specific gravity. 








came back from the station, indi- 
cating validity of instruction and 
acceptance, the Code Send light 
would go out and the Code Indica- 
tion light would appear. Thus the 
dispatcher would have full assur- 
ance the instruction was being 
performed by the proper station. 

Changes on the system are dis- 
played according to function. Pres- 
sure changes are automatically 
transmitted from the affected loca- 
tion when they exceed 25 psi, at 
which times all pressures from 
that station are transmitted. Vol- 
ume or delivery changes are ob- 
tained only on roll-call or on-de- 
mand request from the dispatcher. 
Mid-America uses two IBM type- 
writers for making a permanent 
record of operating conditions 
transmitted to the Tulsa control 
center, one recording flow informa- 
tion and the other printing out 
pressure data. Should the dis- 
patcher wish to review condition 
existing on the system, he could 
issue an on-demand roll call of all 
stations; all variables would then 
be transmitted to the control cen- 
ter, the display panel would be 
brought up to date, and all infor- 
mation printed out on the IBM 
typewriters. Normally, the data 
are printed out hourly, though pro- 
visions have been made for print- 
outs at 15-, 30-, or 60-minute in- 
tervals. # 
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RE ~ PO N ss T B I LITY When your customer buys a gas range, she seldom notes the 


maker of its controls and burners. Thus it is your reputation 
that’s on the line should these critical components ever de- 

is a frame of mind _ velop difficulties. As a leading controls manufacturer, 
Harper-Wyman recognizes in this fact an enormous respon- 
sibility .. . a moral obligation to safeguard your reputation 
with the finest products possible. This awareness of our re- 
sponsibility to you is more than a policy and tradition. It’s 
a special frame of mind shared by every person in the com- 
pany. Its meaning? When control or burner has passed from 
our hands to yours, and then into a housewife’s, you can 
rest assured she'll be a satisfied customer for years. 


you’re safer selling HARPER controls... 


HARPER-WYMAN COMPANY __UNFMATIC Flame selector NLL-TEMP Oven Control ALLTROL Coster Simmer 


.., the most “‘intelligent’’ System... the new low’ ...the original and finest 
Burner-with-a-Brain* ob- temperature system for ‘2 in 1” measured-heat 
tainable. greater oven versatility. burner. 


8550 SOUTH VINCENNES AVENUE 
CHICAGO 20, ILLINOIS 
*A.G.A. Mark © Am. Gas Assoc., Inc. 


see reverse side for complete information on the ALL-TEMP oven contro/ system 





Adds “keep warm” benefits Women have dreamed for years of enjoying “warm- 
ing oven” convenience. Now Harper research brings 


to oven performance this dream to life with the ALL-TEMP Oven Con- 


_..ina new and simplified, trol System. Provides full temperature range (550° 
down to 140°) plus automatic ignition... all in 


trouble-free system! one remarkably simple system. And what a selling 
feature it gives you! 


With the ALL-TEMP system, a homemaker 


can now prepare meals well in advance of the din- 
ner hour ... delay meals for late arrivals. She can 
use her oven to warm plates . . . thaw frozen foods. 
ALL-TEMP assures her longer, service-free relia- 
bility, too, because it’s far simpler in design. Result? 
Your ranges not only sell faster with ALL-TEMP 
Oven Controls... but they stay sold, too. 


Accurate oven control 
down to 140° F. New 
“keep warm” tempera- 
ture range introduces an 
entirely new dimension, 
in oven versatility. 


FREE: 


HARPER-WYMAN COMPANY *°**° 


No buttons to push. Sim- 
ply light pilot and oven 
is ready for use. Com- 
bines maximum safety 
with the utmost in con- 
venience and reliability. 


No wide temperature 
variations. Operating 
within tight tolerances, 
the ALL-TEMP Cycling 
system minimizes tem- 
perature fluctuations. 


Designed for easy ad- 
justment. All adjusting 
screws are easily acces- 
sible and color coded for 
quick identification ... 
foolproof installation. 


Full data on the ALL-TEMP Oven Control System is available on 
request. Send today for latest literature. 


SOUTH VINCENNES AVENUE 
CHICAGO 20, ILLINOIS 


All-temp low temperature oven controls meet the basic specifications for A.G.A. “Gold Star Ranges” 





AFTER 

Harold G. La Frentz, superintendent, Isle-Gas Services 
Division, checks the reinstallation of a plastisol-coated, 
155-gal test tank at Laie, Oahu. 


PVC plastisol looks like 


Hawaiis answer to 


tank corrosion 


A BPN Exclusive 


CORROSION, A PHENOMENON WELL-KNOWN TO GAS 
SERVICE COMPANIES in the continental United States, 
is particularly severe in Hawaii. The damp, warm 
climate has created a severe corrosion problem because 
of high ambient humidity, salt air, and constant trade 
winds. 

To lick this costly problem, the Honolulu Gas Co., 
Ltd., through its Isle-Gas Services Division, is now 
coating its domestic LPG tanks with a spray-applied 
PVC (polyvinyl chloride) plastisol. 

Isle-Gas was organized in the early 1950’s to supply 
liquefied petroleum gas service to consumers on the 
islands of Oahu, Kauai, Maui and Hawaii. It wasn’t 
long before evidences of corrosion began to appear 
in the company’s equipment, with more than 6000 
domestic-type, 155-gal tanks in use, the problem soon 
took on major proportions. 
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Isle-Gas tried maintaining tanks in the field with 
wire brushes and chipping hammers. Red lead and 
even tar were used as primers. But after several 
years it became evident that neither was effective. 
Blisters formed under the surface of the red lead- 
primed tanks, and tar bled through the linseed oil- 
base finish applied over it. 

Isle-Gas began investigating other types of finish- 
ing systems, including vinyl plastisol, distributed by 
Plastics Engineering of Hawaii, Inc. Not only were 
the coated tanks subjected to actual service condi- 
tions, but they were also beaten with sledge hammers 
and cut with knives to simulate extreme situations. 
Out of all materials investigated, the plastisols ap- 
peared to be the best answer. 

Next, 10 experimental tanks coated with standard- 
green Unichrome 5300 spray-applied plastisol (a prod- 
uct of the Metal & Thermit Corp. of Rahway, N. J.) 
were prepared for evaluation under accelerated con- 
ditions and in critical field locations. 

At the time of writing, these test tanks had been 
in service for more than ten months without any evi- 
dence of corrosion—and in tough locations, where, 
according to George B. Tuggle, vice president of Isle- 
Gas’ parent company, the Honolulu Gas Co., Ltd., 
“conventional tanks were chewed to pieces in six 
months.” 

In sunlight exposure comparison tests, comparing 
plastisol-coated tanks with several conventional paint 
finishes over a zinc-base primer, the tank coated with 
60 mils of plastisol maintained lower internal tempera- 
ture and pressure. 

Refinishing of tanks with the plastisol is now a 
regular step in Isle-Gas’ preventive maintenance pro- 
cedures. When a tank is judged to be ready for replace- 
ment (drivers make regular reports on each tank’s 
condition), a new tank is put in its place and it is 
brought in for inspection. If it passes a hydrostatic 
test it is sandblasted, refitted as needed, and refinished. 

The Unichrome plastisol material has proved prac- 
tical for field patching also. In this operation, the old 
coating is cut back beyond the area of corrosion. The 
exposed metal is then wire-brushed. After metal par- 
ticles have been washed away with a solvent, a Uni- 
chrome primer and the plastisol coating are applied. 
A. portable heat gun is used to cure the coating at a 
safe temperature. te 


BEFORE 

La Frentz, and Walter Vincent, also of Isle-Gas (left), inspect a 
corroded tank at Laie, Oahu. The tank was replaced and taken 
back to Isle-Gas' main facility in Honolulu for inspection and 
refinishing. 





Quick course in home heating 


Oil has advantages .. . 


@NO FLUES 


. as has electricity 


gives the devil 


A BPN Exclusive 


DURING THE PAST FEW MONTHS, 
A NUMBER OF PHILLIPS PETROLEUM 
CO. DEALERS have been effectively 
employing an unusual type of pro- 
motion—a “Quick Course in Home 
Heating.” 

How “quick”? A tight half-hour. 
Why unusual? Because in this 
course, which is intended for pres- 
entation to heating contractors in 
a dealer’s market area, the devil 
(in the form of competitive fuels) 
is given his due. Coal, oil and elec- 
tricity are conceded certain advan- 
tageous characteristics. But in the 
end, it should be obvious that the 
advantages of LPG are greater, 
the disadvantages fewer, than 
those of competing fuels. 

It’s strictly soft-sell from begin- 
ning to end. In the introduction, it 
is stated that “All fuels used in 
home heating are good—all are 
safe—all are economical for instal- 
lation as well as operation IF the, 
are adapted to the area of the 
country that can properly use a 
particular fuel.” Near the conclu- 
sion, contractors are given this ad- 


. . and even LPG is not 


his due 


vice: “As a contractor, you want to 
give your customers a home that’ll 
keep them happy at least halfway 
through the mortgage, if not all 
the way. Each of your satisfied 
customers becomes a walking com- 
mercial for your firm. They can 
lead you through a very profitable 
business life. 

“Central heating is the answer, 
as you all know. Now, while we’ve 
generously glorified and minimized 
competitive fuels, we definitely feel 
L.P. gas central heating systems 
are qualified to meet your most 
exacting needs... .” 

The course is made up into 32 
slides, with a script provided by 
the company. The presentation is 
made at a dinner meeting, hosted 
and emceed by the dealer, to which 
are invited the heating contractors 
(and, if they are deemed impor- 
tant to central heating merchan- 
dising) the building contractors, 
realtors, and lumber yard foremen 
in the market area as well. 

The “quick course” tells its story 
simply and directly, and candidly. 

On this page are shown repro- 
ductions of a few of the slides in 
the sequence. i 


quite perfect (almost though!) 
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YOU NEEDN’T GO AROUND IN CIRCLES 


Some folks have said the LP-Gas business is 
like being on a merry-go-round. But, it needn't 
be this way. 

Half your battle is won if you have a dependable 
supplier that puts YOUR interests first. If you 
have talked to any Sinclair TRUFLAME LP-Gas 
distributors, you have already learned that a Sin- 
clair contract goes all out to protect the interest 
of the buyer. 


So if you are “going around in circles” worry- 
ing about getting top quality consistently, and 
dependable delivery, join the many satisfied Sinclair 
TRUFLAME LP-Gas distributors throughout the 
country. 

We'll give you complete information, without 
obligation on your part. Just wire, call or write 
and one of our representatives will be on his way 
to see you. 


MEMBER 


Sinclar 7 


SINCLAIR OIL & GAS COMPANY 


LIQUEFIED PETROLEUM GAS SALES DEPARTMENT 





MEMBER 
NATIONAL 
LP-GAS 
COUNCIL 


SINCLAIR OIL BUILDING « PHONE LU 4-0411 + TULSA 2, OKLAHOMA 


CAMP HILL, PA. © MITCHELL, SOUTH DAKOTA @ ARLINGTON HEIGHTS, ILL. © ST. JOSEPH, MICHIGAN e@ MONTGOMERY, ALABAMA 
GALESBURG, ILL. © HANOVER, NEW HAMPSHIRE @ JACKSON, MISS. 
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“Our Ford Super Duty 
tractors save us an estimated 


$270,000 yearly!” 


says President L. J. Trahan of Propane Corporation, Baton Rouge, Louisiana 


‘‘We calculate our total truck expense on a com- 
bination of price, depreciation, trade-in value, 
fuel, oil, tire-battery-accessory replacement costs, 
taxes, insurance, licenses and payloads hauled. 
Our accounting proves that Ford Trucks save us 
an average of 10¢ per mile. And since we log more 
than 2,700,000 miles a year, this saving amounts 
to an estimated $270,000! 


“The ruggedness of Ford Super Duty V-8’s and 
the success we've had in converting them to run 
on LP-Gas are two major reasons for this long- 
range economy. From our first '56 Ford Trucks on, 
they have consistently outperformed most other 


equipment we’ve ever owned. Our tractors spend 
about 20 out of the 24 hours a day on the road. 
As one comes in to a terminal, another driver is 
ready to take it out again with stops only for fuel- 
ing or preventive maintenance. We have Ford 
tractors with 450,000 road miles and many extra 
engine hours to their credit. These truck engines 
often run over 660 hours a month because they 
also work to pump an average of 8,500 gallons 
of LP-Gas at each unloading. 


“As far as we're concerned, Fords are major- 
league money-makers . . . we have two more 
F-950 Super Duties on order now.” 


Solid testimony that Ford’s full-time economy only starts with low price! 


FORD TRUCKS 


COST LESS 
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Visitors to the High Plains Research Foundation flame cultivation field day in August, 
watched the flame cultivator dry grain sorghum seed. The large hoods confine heat to a 
smaller area and spread it evenly through the entire grain head. Lower burners hit the 
bottom of stalk, burn off extra leaves and slow down growth of stalk. 


——— A BPN Field Report 





Field tests of grain drying 














with flame show promise 


DRYING GRAIN SORGHUM SEED IN 
THE FIELD has proved successful on 
its first field tests, and is being 
tried on several area farms. 

Tested for the first time at the 
High Plains Research Foundation 
at Halfway, Texas, during the 
autumn of 1960, the technique was 
taken to the field this past summer. 
(See BPN, March 1961, p. 10, for 
further details.) 

Dale Price, assistant agricultural 
engineer, flamed several grain fields 
near Cooper in East Texas, using 
a specially equipped flame culti- 
vator. He installed a metal hood 
which would pass over each row of 
grain heads, and inside each hood 
set two burners opposite each other. 
He also set four burners near the 
base of the stalk. 

Under normal drying conditions 
it was found that grain sorghum 
seed in East Texas lost about one 
tenth of one per cent per day. On 
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JESS F. BLAIR 


the plots, Price got a three per cent 
loss per day. 

The fields varied in moisture con- 
tent at the beginning, ranging 
from 28 to 35 per cent. After flam- 
ing, the moisture _ percentage 
dropped from 35 per cent to 13.5 in 
seven days. The untreated fields 
still had 39 per cent moisture at 
the end of seven days. 

In West Texas, where the climate 
is more arid, observers think that 
grain drying can be speeded up by 
about 10 days under normal weath- 
er conditions. They point out an- 
other advantage in the fact that the 
flame under the hood destroys 
many green leaves, which interfere 
with combining and increase the 
water content. 

Best results on field grain drying 
were achieved when the tractor is 


run at a speed of two-and-a-half to 
three miles per hour. Butane usage 
varied from 6 to 10 gallons per 
acre, depending upon yield and the 
way the burners were set. 

Grain dealers in the area are 
quite interested in the work. They 
feel that farmers can save thou- 
sands of dollars if their grain can 
be harvested a few days earlier 
each autumn. Rains and high winds 
often cause severe damage if a 
crop is left in the field too long. 

One or two L. P. gas dealers are 
doing custom drying of field grain 
this year, and others indicate they 
will either do the custom work or 
sell the units in 1962. The only ma- 
chines suitable for getting over the 
tall stalks are the high, self-pro- 
pelled units. However, the same 
machine can be used for flame culti- 
vation during the early season and 
then can be converted for grain 
drying when the crop matures. 
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Keep Your Customer Happy! 























1st Stage 


TYPE R3SOO & L300 


oS) 
With Fisher Two-Stage Regulation 


Top Quality Cuts Down Service Calls 








The trend toward two-stage regulation is gaining rapidly 
for two good reasons: It’s more economical for the gas man 
and provides better service for the customer. 


But, when you go two-stage—go quality—go Fisher and 
be sure. Pictured here is the FISHER L300 Combo Valve 
in combination with the R300 for first stage reduction. 
These together with the FISHER Type 922 or 932 for the . . 
second stage give you the most trouble-free regulation you 

could install. The compact R300 and L300 combination 2nd Stag e 
is ideal for the new low-silhouette hoods and leaves plenty 
of room for fast deliveries. For complete details write: 
FISHER GOVERNOR COMPANY, MARSHALLTOWN, IA. 


TYPE 922 or 932 
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if it flows through pipe anywhere in the world 
.-echances are it’s controlled by....... 
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"Operation sizzle" 





Thermogas tries flame cultivation; 
results—encouraging but inconclusive 


Thermogas Co., Des Moines, 
Iowa, has completed the first year 
of “Operation Sizzle,” a pilot pro- 
gram on flame cultivation of corn. 
“The potential market is terrific,” 
declared Farm Director John Lewis 
in summing up the results of the 
work, “but we feel more research is 
needed before cultivators can be 
sold in the Midwest. An all-out pro- 
gram is not recommended to our 
plants.” 


Despite mixed results in the 
flaming experiments carried on in 
a half a dozen of the company’s 38 
districts, Thermogas has firm plans 
to continue the experiments in 
1962. 

“Our need for more summer load 
and our interest in developing new 
farm uses that may be beneficial 
are the main reasons why we start- 
ed ‘Operation Sizzle,’” reported 
Lewis. “We were also influenced by 
the strong interest of our suppliers 
and by the reports of outstanding 
success by Drigas Co.” 

The following are excerpts from 
Lewis’ recap of the program: 


WE HAD THREE YEARS OF EXPERI- 
ENCE PRIOR TO 1961. Gene Schrage, 
at that time general manager at 
Allison and Charles City, lowa, and 
I flamed corn and some soybeans 
in the Allison area. Although weed- 
kill results were disappointing, we 
continued our project there because 
corn yields were consistently 5 to 
10 per cent higher where flamed. 
We believe now that even incom- 
plete weed kill can have an impor- 
tant effect en yields in unusually 
weedy fields. 
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The winter of 1960-61 produced 
exceptional interest in flaming with 
many glowing reports of success. 
We were presented with new tech- 
niques such as flaming very small 
corn, and not disturbing the soil in 
the corn row (to prevent the ac- 
cumulation of additional weed seeds 
in the row). We also learned more 
about pressures. 

In order to increase our research 
activity this year, our central office 
purchased two Gotcher cultivators. 
We established pilot plants at Rad- 
cliffe and Sumner, Iowa, to carry 
on this project. 

We held a meeting with J. W. 
Gotcher* at Cedar Rapids in March. 
Here procedures and recommenda- 
tions were outlined. Ottumwa and 
Wilton Junction, Iowa, ordered 
Gotcher units at this meeting. Some 
of us had previously attended a 
flame cultivation meeting at Spring- 
field, Ill. There our Lanark, IIl., op- 
eration ordered an AFCO cultiva- 
tor. 

This provided five cultivators. 
Meanwhile, our plant at Madison, 
Wis., became involved in a state 
association project in which a five 
acre test plot at the University of 
Wisconsin was flamed with a 
Gotcher unit. 

Farmers were selected on the 
basis of their promise to cooperate 
in a research effort. When we start- 
ed flaming small corn, we persuaded 
each farmer to raise his shovels 
next to the row so he would not 
throw dirt in the row when culti- 


*J. W. Gotcher, president of Gotcher 
Engineering & Mfg. Co., Inc., Clarksdale, 
Miss. 


vating. We also have requested 
him to report on yield this fall; 
and in many cases corn from our 
test plots will be weighed and com- 
pared to unflamed corn. 

Each plant used a “plot analysis” 
form on all plots (see illustration). 

We recommended 8 to 10 plots 
per plant, consisting of about 16¢ 
rows each located near the center 
of the field. We tried to get near a 
main road, 

Roadside signs were made, eight 
for each plant, to identify flamed 
areas and promote flaming. 

While we did not publicize the 
first flaming of small corn, because 
we were still learning to operate 
the machine, we arranged to pro- 
mote subsequent flamings. 

Farmer meetings were arranged 
at several locations. 

As handouts to interested farm- 
ers and at meetings, we used a data 
sheet on the effect of weeds on 
yields, which is information most 
farmers are not aware of and need. 

A complete set of slide pictures 
was made at all plant operations 
for subsequent use. 

As for the future, we fee] more 
research work is needed before cul- 
tivators can be sold in the Midwest. 
An “all out” program is not recom- 
mended. 

That the potential market is ter- 
rific is evidenced by the strong in- 
terest of farmers, seed companies, 
and college extension personnel. 
There are problems with chemicals 
that we could cure by flaming. Un- 
like chemicals, flaming does not 
depend for its effectiveness on mois- 
ture conditions. Flaming costs ap- 
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“That's oné house where I've “Must have a 
never made a dryer call.” Hamilton. dryer.” 


”-. re 
yp a2e., 
‘Service 


Service-free dependability 
- another sales plus for you in 


SI curvetLl [ove dryers 


More women have bought Hamilton dryers—because these performance features mean more: 


‘. CONTROLLED 2. GENTLE 3. “HUSHED" 4. SERVICE-FREE 
“NATURAL” DRYING— TUMBLING—within DRYING—so quiet DEPENDABILIT Y—more 
exclusive Twin Air Streams satin-smooth, snag-free you'll hardly realize than a million satisfied 
combine sun-like heat and drum, protects and pampers_ it's running. There is owners have made Hamilton 


fresh clean “breeze,” drying the sheerest, most delicate no rattle, no grind, America's “most wanted” a “women- 
on-the-stairs” 
clothes soft and fluffy. garments. no loud Fum. automatic dryer. 1H = symbolizes the relief 
y from washday 
drudgery enjoyed by 
over a million satistied 
Hamilton Manufacturing Company, Two Rivers, Wisconsin Hamilton owners. 
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Plant. 


ANALYSIS 
"FLAME CULTIVATION 





Plot Number 





Farmer's Name 





Location of Plot 





Size of Plot - Number of Row's 


Length 





Flaming Data 


Date 

Time of Day 

Weeds per foot in row(average) 

Kind of weeds 

Height of Com 

Height of weeds(average) 

Condition of soil 

Tractor speed 

Pressure used 

Amount of gas used(gal.) 

Per cent kill 

Comparison to unflamed rows: 
Weeds per foot in row 
Height of com 
Height of weeds 


Remarks: 








Yield Analysis: 














Each Thermogas plant uses this “plot analysis" form for recording results of flame cultivation. 


“Operation sizzle” 


pear to be about 91 cents (7 gals) 
per acre for each flaming. This is a 
very competitive price, if two or 
three flamings will do a good job, 
since atrozin (the chief chemical 
controlling grasses) costs about 
$3.50 to $4 per acre for a pre-emer- 
gence application. 

Control of grass is absolutely es- 
sential to the success of this use in 
our area, because 2,4-D chemical, 
which costs only about 35 cents an 
acre, will do a good job on broad- 
leaf weeds but not on grasses. 

Since flaming very small grass 
seems to act only to set the grass 
back (similar to clipping it off) 
and since corn (2-5 in. high) at 
this stage of grass height is de- 
layed a week or so, we do not 
recommend flaming small corn. Dick 
Styczynski of Lanark, however, 
feels complete control of weeds in 
the row can be obtained by flame 
only and we encourage him to pur- 
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sue this idea. 

Generally we recommend flaming 
corn after it has been cultivated 
once. Whether dirt should be 
thrown in the row on the farmer’s 
first cultivation is a question for 
debate. Corn at this time should be 
at least 12 to 14 in. high so we will 
be able to get under the leaves and 
not damage the corn. We feel the 
first flaming will not give a com- 
plete kill, but it will cause quite a 
bit of dehydration of the grasses so 
that a second flaming within a 
week (before recovery) can be 
most effective. In some cases a 
third flaming would be justified a 
week after the second flaming. 

A great deal of discussion has 
been centered on pressures and 
speeds. We started the season at 
higher pressures (about 60 Ibs) 
and even flamed as high as 120 lbs 
at Radcliffe as an experiment. 

Pressures can be too high. We 
feel they are far less effective than 
lower pressures. We recommend 


about 40 lbs pressure, controlling 
weed kill with tractor speed. This 
would vary from 2 to 4 mph, de- 
pending on weed height and pene- 
trations. The best burner settings 
are those suggested in the culti- 
vator manuals. 

We recommend fewer plots in 
1962; perhaps only one carefully 
studied, well-publicized plot is 
enough. Two or three plants could 
then share a cultivator. 

Promotion can be and should be 
a main part of this work, leading 
up to its eventual acceptance if it 
proves satisfactory in our tests. 
Magazine articles involving Ottum- 
wa and Radcliffe and ail the local 
newspaper articles did our company 
a world of good and made us a 
leader of the participating plant. 
Sumner’s participation at Weed 
Control Day in Independence was 
very effective. I feel this work 
should involve extension directors, 
seed companies, school teachers, 
prominent farmers, farm manag- 
ers, service clubs, and the whole 
general public. However, I believe 
we should still stress that this is a 
research project and should con- 
sider the sale of cultivators of sec- 
ondary importance, except among 
those who are familiar with our 
work. 

Local newspapers and magazines 
will be eager to write stories on the 
activity; they should be contacted 
during the season. Custom work, to 
save a crop in trouble, or other- 
wise, is up to the individual man- 
ager and his confidence in the job. 
We did several custom jobs very 
effectively in 1961 at about $4 an 
acre for the complete outfit and 
man. 

The big sales potential at this 
time lies with seed companies and 
their growers. These are the peo- 
ple who will do the most for us. 

In summary, it’s been a wonder- 
ful experience. These plants gave 
a lot of their time, money, and hard 
work to this project and all should 
be commended highly. We feel there 
is a future here. Next year should 
give us the answers we must have 
before going all out or discontinu- 
ing this work. I think the pros- 
pects are good that the answers 
will favor an all out program in 
1963; but, like everyone else, I 
prefer to wait and see. 
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A MASTER TANK 
a tece of Safety 


Ce PURINE: Gee eae Py ge gi ee 
SSE ZZ 
| SSS NX Ca) REQUIREMENTS Pgs LY ye 
&, BEST FITTINGS gis Sf 
ww } | MONEY CAN BUY 3 
SS or x s 
{ | Ga \ : Wat ‘ CG 
re QS \ ‘ an 


; 6" WELD ON LIFTING 
“wey LUG... CAN'T PULL OFF 


HEAVY DUTY 


WELDS ARE OVERLAPPING 


CIRCUMFERENTIAL) ~ 
1S DOUBLE WELDED / 


% 
ps) 


LONGITUDINAL SEAM 
\S DOUBLE WELDED 
++ INSIDE AND OUT 


3B 
nm 
" 


\ om 


STREAMLINED 
i] FOR GOOD LOOKS 


a, 
rf 
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CAPACITIES 


it systems by Master are high 
quality products you can depend upon 
because of Master Tank & Weiding’s years 
of experience in building better, stronger, 
safer tanks. Only the highest quality mate- 
rials, the most advanced engineering, and 
the finest workmanship are used in con- 
structing a Master tank. From the largest to 


Cali Master for all your LP gas pressure vessel needs. 


the smallest, there’s a Master domestic sys- 
tem to fit your particular need — all sizes 
and capacities through 1,000 gallons. Master 
tanks are constructed of double welded Hi- 
Tensile steel to meet ASME Code construc- 
tion. Inspected by Hartford Steam Boiler 
Inspection and Insurance Company. 


j , ) WELDING 
j | 2000 S. Front St. © Quincy, Illinois « BAldwin 3-5014 
{ TRANSPORTS TANK TRUCKS STORAGE DOMESTIC FILLING STATIONS FARM CARTS REFINERY P. O. Box 5146 © Dallas, T © Riverside 7-2441 
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UNUSUAL HYBRID TRUCK 


facilitates c yl inder deliver y 
and service work 


WHEN A DEALER DOESN’T HAVE 
ENOUGH CYLINDER BUSINESS to jus- 
tify a full-time cylinder truck, and 
when service trucks prove too 
fragile for cylinder delivery, a hy- 
brid truck would seem to be the an- 
swer. Such was the thinking be- 
hind a new truck developed by 
Airlene Gas Co. of Fulton, Ky. 

Airlene sells 1 million gal of 
LPG per year to its 1400 custom- 
ers. But only about 200 customers 
are on cylinders and their total 
load is not enough to keep a full- 
time cylinder truck going. So the 
company used its service truck, 
which had a standard service body. 
It soon found that this type of 
truck simply was not strong enough 
“to withstand the pounding with- 
out severe bending.” 

Airlene took its problem to the 
Waymatic Co., which specializes in 


A close-up of the right side of the truck shows the unique drawer 
and two of the compartments. Note the deckplate tops to the 
compartments and the drop-down door that covers the drawer. 


custom truck bodies. 

The chassis selected was a 34-ton 
Chevrolet, equipped with eight-ply 
tires and overload springs. The ba- 
sic weight was 4010 lb and the unit 
cost $2150. To this was added an 
1840-lb body costing $1000, bring- 
ing the totals up to 5850 lb and 
$3150. 

The bed is \%4-in. deck plate, 
strong enough to withstand the 
wear and tear of heavy cylinders. 
Across the front of the bed and 
along both sides is a series of com- 
partments, all of which are topped 
with 12-gage deck plate, making a 
sturdy U-shaped work surface. 

With three exceptions, the com- 
partments rather closely follow 
standard practice. The first excep- 
tion is a sliding drawer directly be- 
hind the cab. It can be pulled out 
from either side of the truck and 


locks in place in a “rather neat ar- 
rangement” worked out by the 
builder. Below the drawer, the fuel 
tank is mounted cross-wise on run- 
ners attached directly to the frame. 
The ends of the tank are covered 
with removable panels to facilitate 
tank removal if there is ever any 
need for repair. Just behind the 
drawer, a vertical compartment for 
copper tubing coils is covered with 
a shoe box lid. All compartments 
have individual lights. 

The tail gate was made up of 4- 
in. deck plate. It is locked with 
spring-type door locks of a very 
heavy type and is operated with a 
central turn handle. Boyd believes 
this arrangement is “much supe- 
rior to the conventional type of 
chain-and-hook hanger.” 

The spare tire is carried verti- 
cally at the front of the bed, just 
behind the copper tubing compart- 
ment. The reason: “We found that 
it is almost impossible to remove 
the spare from underneath this 
type of body.” 

How is the unit working out? 

“The truck is operated almost 
continuously during the day and 
quite often on night calls. We aver- 
age about 2000 miles per month. 
The truck and its fittings are prov- 
ing most satisfactory to the driver, 
due to such special features as the 
lights in the compartments and the 
convenience of materials handling. 
The benefits have been mostly in 
convenience, but money should en- 
ter later—this truck is much more 
sturdy and should go considerably 
longer before mechanical troubles 
develop.” 

Airlene is so well satisfied with 
this hybrid that it is going to de- 
velop another next year—a highly- 
specialized one-ton installation 
truck. @ 


A close-up of the top of the truck shows the copper tubing com- 
partment and the spare tire location. 
tie-down cords that hold the cylinders in place. 
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Shell stores millions of gallons of Propane 
in five enormous man-made caverns to promise you 
ready gas delivery all year round 


Chopped and blasted from solid 
rock, Shell’s Wood River, Illinois 
gas cavern holds 10 million gal- 
lons of Propane. 

In the Southwest, three subter- 
ranean salt domes hold another 
32 million gallons. All told, Shell 
has five such underground reser- 
voirs—linked with a network of 
Propane producing plants. 

This is how Shell assures its 
distributors an adequate supply 
even in busiest months—and helps 
them develop more profitable 
business. 


N ASSURED source of supply is an 
i A sheabiine “must” for any LP-Gas 
distributor who wants to make money. 


That's why Shell backs up its dis- 
tributors with one of the most care- 
fully planned supply networks in 
the business. 
Four facts give some idea of its scope 
—and significance to you. 


Four important facts 
(1) Shell draws Propane gas from a 


network of over 20 producing plants. 


(2) Shell holds millions of gallons of 
Propane in reserve. Stored in mam- 
moth, man-made caverns. These cav- 
erns, five in all, are strategically located 
to serve the areas where Shell Propane 
is sold. 


(3) Shell has thousands of producing 
wells to draw from. Propane comes 
from petroleum and natural gas. And 


NOVEMBER, 1961 





Shell’s underground petroleum re- 
serves are conservatively estimated in 
the millions of barrels. 

(4) Through integrated pipelines, 
tank cars and transports, Shell can meet 
its distributors’ needs anywhere in 
the U.S. or Canada. Shell distributors 


don’t suffer from “shortage headaches.’ 


Call your 
Shell Representative 


These four facts help provide a solid 
framework for distributor profit. They 
show why Shell distributors stay with 
Shell—and why so many others are 
switching to Shell. One of our repre- 


sentatives will be glad to talk with 
you. Contact the nearest Shell office, 
or write: Shell Oil Company, 50 West 
50th Street, New York 20, New York. 





A BULLETIN FROM SHELL 


— where 1,997 scientists are working to 
provide better products for industry. 
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Pick up the kids Take a leisurely bath 
at the swimming pool or shower 





Entertain 
cocktail guests 


It doesn’t even matter 
if hubby is late for,dinner 


She never has to check the oven! 
*A.G.A. MARK 


This new control system will 
introduce the homemaker to 
CONVENIENCE COOKING™...anew 
concept developed by a team 

of Robertshaw technicians 

and home economists. 


Here’s all the homemaker has to do: 
1. Set the timer for the required cooking time. 


2. Turn the Oven-with-a-mind control dial 
to the correct cooking temperature. 


When the cooking nears completion, the con- 
trol system automatically reduces the oven 
to an ideal serving temperature. The food is 
held for minutes or hours without further cook- 
ing. After the first setting, the homemaker 
doesn’t have to touch the oven until she is 
ready to serve the food . . . at her convenience. 


Oven-with-a-mind is an improved version of 
the famous Robertshaw Flame Master® con- 
trol with Lo-Temp setting combined with an 
automatic time control. 


Outstanding Convenience Cooking features: 
SIMPLICITY . . . ELIMINATES COM- 
PLEX SETTINGS. Homemaker simply 
makes two settings when she puts food in 
oven. Cooking starts immediately; she 
has no doubts about the oven turning 
itself on after she leaves. 


HOMEMAKER ‘‘INSURANCE”’.. . 

NO OVER-COOKING, NO RE-DIAL- 

ING. She'll never again worry about 

having to delay dinner due to late ar- 

rivals, extended cocktails, etc. Oven-with- 
a-mind automatically holds food at optimum serving tem- 
perature. AND self-clearing feature eliminates re-setting 
after cooking; control returns itself to manual! 


MEAT PROBE WITH INDICATOR 

(optional). Automatically controls oven 

temperature relative to internal meat 

temperature. When cooking nears com- 

pletion, timer shows her the number of 
minutes remaining until meat can be served. If a delay 
is necessary, Oven-with-a-mind will hold meat at the 
selected degree of doneness for extra hours without 
further cooking. 


PLUS REGULAR FLAME MASTER ADVANTAGES. 
Full range down to 140°. Thaws frozen foods; warms 
dishes. ‘‘No-Button” automatic oven pilot; if pilot goes 
out, she simply holds match to it. No costly service calls. 
Up-grade your ’62 sales by stressing the Convenience 
Cooking features of Oven-with-a-mind. VMA-9710-D 


NEW STANTON DIVISION 
YOUNG WOOD, PENNSYLVANIA 


The name that MEANS temperature control 
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J. C. (Jake) Crews, president of the Oconee Gas Co. in Seneca, S. C., uses one of his 
mobile radio units to conduct his business while convalescing after a leg injury. 


How to run a business 
from a hospital bed 


WILLIAM T. HARPER « Eastern Editor 


“This is KGH927 calling KGH- 
927-1. Come in one.” 

“Kgh927-1 here. Go ahead.” 

“IT have a 10 35 at 123 Main St. 
Can you get it? 

“Roger. What's the 10 25? 

“KGH927-1, the 10 25 is 8 50.” 

“KGH927 from KGH927-1. 10 4. 
Out.” 

A POLICE CAR DIALOGUE? SOME- 
THING OUT OF A TELEVISION 
THRILLER? Not at all. Actually it 
is a radio conversation that could 
have taken place on the network of 
the Oconee Gas Co., Seneca, S. C. 
Translated, the above conversation 
would mean this: 

The base station (KGH927) is 
calling one of the company’s mobile 
units (KGH927-1) and telling him 
that there is a C.O.D.-type cus- 
tomer (a 10 35) at the 123 Main St. 
address. The mobile unit then asks 
what is the customer’s account bal- 
ance (the 10 25) and is given the 
answer, “the 10 25 is 8 50 ($8.50).” 
The mobile unit answers 10 4 (“I 
understand’”’) and is on its way. 

This ingenious coding system was 
devised by J. C. (Jake) Crews, 
president of the South Carolina 
liquefied petroleum gas company. 
The primary reason for the code, 
he explained, is that it helps to 
avoid conversations that might em- 
barrass a customer if it were over- 
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heard. This, of course, helps to 
maintain customer good-will. 

Then too, the system helps to 
speed up the calls between the base 
station and the six mobile units 
Crews employs. For instance, when 
a driver is leaving his vehicle, he 
merely reports a 10 7; when he re- 
turns, it is a 10 8. If any instruc- 
tions are not clear, he has only to 
say 10 9 and they are repeated. 

Crews became acquainted with 
this type of coding system long be- 
fore he got into the L. P. gas busi- 
ness in 1955. It was when he was 
a special deputy working on a Flor- 
ida police force. “I really got to 
know the value of using radio con- 
tact then,” he recalls. 

He also found that his radio net- 
work gave him a completely unex- 
pected bonus during the fall of 
1960. Each of the mobile radios— 
Aerotron model 6N15—can be op- 
erated from any common power 
source, whether it be 6 or 12 volts 
DC or 115 volts AC, simply by 
changing the power cables. This 
means the radios can easily be re- 
moved from a truck and operated 
on house current. 

In October 1960, Crews was in- 
specting a central heating system 
his company was installing in a 
new home. Suddenly the scaffold- 
ing on which he was standing gave 
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way. Crews went crashing to the 
ground. 

His injuries, which were exten- 
sive, put him into the hospital, and 
at the worst possible time. The 
winter rush was about to start. 
Since his company is a typically 
one-man-managed outfit, it looked 
as if it would have to struggle 
along without any direction from 
the top. 

But radio came to the rescue. 
Crews had his men pull a unit 
from one of the trucks and bring it 
into the hospital room. From his 
bed he was able to run his business 
without interruption. 

At present, Crews has eight 
trucks and cars. Since he could af- 
ford to purchase only six mobile 
radios (which, along with the base 
station cost him about $4500), he 
had all of his vehicles wired to re- 
ceive the radios. Thus, he simply 
slips a radio out of an inactive ve- 
hicle.into an active one. 

The nature of Crews’ market 
area makes the radio network par- 
ticularly valuable. Oconee serves an 
area within a 60-mile radius from 
Seneca, in the extreme western sec- 
tion of South Carolina, and extend- 
ing into the foothills of the Appa- 
lachian mountains. “We get snow 
up there,” he says, “and when we 
do, radio certainly helps us get to 
our customers.” 

Like many small dealers, Crews 
is faced with personnel problems 
due to the seasonal peaks and val- 
leys. During the peak periods, his 
work force doubles (from 6 to 12) 
and many times these extra 
“hands” have difficulty locating a 
customer’s premises. Again, the 
radio network comes to the rescue. 
“It used to take a new driver 30 
minutes or more at times to find 
a customer’s house,” said Crews. 
“Now, we can ‘talk him right in’ 
on the location.” 

Oconee Gas Co. sold about 850,- 
000 gals of propane in 1960, about 
50 per cent of which was in bulk. 
Most of the company’s sales are to 
domestic customers, whose num- 
bers have increased five-fold in the 
six years that Crews has been run- 
ning the business. 

Says Crews, “When we have to 
get more trucks, you can bet they 
will be equipped with radios.” 
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“We doubled our gallonage in 18 months” 


“We changed suppliers 18 months 
ago. Since teaming up with 
Texaco, our LP-Gas sales have 
more than doubled,” say R. D. 
(left) and Keith Kugler, Kugler 
Oil Co., Culbertson, Neb. “We 
like to do business with Texaco. 
They give us dependable supply, 
and you can depend on them in 
other ways. That’s why we sell 
the best . . . Texaco.” 


5 reasons why you can 
grow with Texaco 


1. Texaco is jobber-minded. 
Proof: 842 Consignees and Dis- 
tributors of Texaco Products 
have been with Texaco over 20 
years, some over 45 years. 
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2. Profitable and proved sales 
policies. Texaco does not compete 
with its independent Distribu- 
tors of LP-Gas. 
3. Dependable, efficient delivery 
in a new fleet of tank cars, from 
31 strategically located produc- 
tion areas. 
4. Immediate acceptance. Texaco 
LP-Gas is sold under the nation- 
ally-known trademark, the fa- 
mous Texaco red star with the 
green “T.” 
5. A product of highest quality 
— moisture-free. 

TEAM YOUR NAME with Texaco 
for a promising future. Send cou- 
pon today: Texaco Inc., LPG 


Sales Division, P.O. Box 2420, 
Philtower Bldg., Tulsa, Okla- 
homa; 3350 Wilshire Blvd., Los 
Angeles, California; Texex, 237 
Seventh Avenue, West, Calgary, 
Alberta, Canada. 


| would like complete information about the pos- 
sibility of becoming a Texaco LP-Gas Distributor. 


NAME 





STREET. 





CITY. 





STATE. 
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agement portfolio 


How tar can an association go 
in reporting prices of its members? 


1 the industry’s largest float, of 
stainless steel. 

2 float rod of hi-tensile 
aluminum tubing for rigidity 

3 stainless steel spring prevents 
backlash. 

4 damage-proof aluminum 
shrouded gear teeth. 

5 heavy die-cast gear fork for 
permanent precision. 

6 die-cast union 
unites counterweight 
and float rod 
forever. 

7 twin counterweights 
for precise balance. 

8 aluminum drive 
shaft resists 
corrosion. 
extra-large shaft housing 
for greater strength. 
Alnico drive and pointer 
magnets assure permanent 
accuracy. 
head of hi-tensile die-cast 
zinc alloy for LPG, aluminum 
for NH3. 
spirotallic gasket for positive, 
life-long seal between gauge 
and mounting adapter, with 
8 hex bolt holes for positive 
alignment. 
hermetically sealed dial 
chamber with chrome 
retainer ring, large VISIBLE 
lettering on full 10-inch 
dial face, 


Model 4102B for 
LPG... Model 
46078 for AA. 


Model C for vertical mounting 
atop storage tank. 


a 
SQUIBB 
INCORPORATED 


1213 SOUTH AKARD 
DALLAS 2, TEXAS 


Mid-South 
256 W. FRONT STREET 
MEMPHIS 3, TENNESSEE 


Southeastern 
3225 CAINS HILL PL., N. W. 
ATLANTA 5, GEORGIA 


68 





Answers to 
this question 
can be found in BPE aa 
the following HANDBOOK 
speech by Dan- 
iel J. Murphy, 
assistant director, Bureau of Liti- 
gation, FTC, given before a meet- 
ing of the Anti-Friction Bearing 
Distributors Association. 


ITIS A per se RULE IN ANTITRUST 
LAW that agreements regarding 
prices are illegal in and of them- 
selves. This rule stands immutably 
in Supreme Court decisions, par- 
ticularly in the Trenton Pottery! 
case and the Socony Vacuum case 
and others. There is no present in- 
dication that either Congress or the 
courts intend to relax this rule. It, 
therefore, behooves all trade asso- 
ciations and their executives and 
members to comply with it. - 


Briefly, any agreement, express 
or implied, among trade associa- 
tion members, affecting prices is 
illegal per se. This includes agree- 
ments on actual prices, agreements 
to adhere to published prices, 
agreements to curtail production 
in order to raise prices. Further- 
more, the prices need not be fixed 
or raised as a result of an agree- 
ment. Illegality may be found if 
the result is price stabilization. 


It is recognized that a business- 
man may have need for accurate in- 
formation on price levels and com- 
petitors’ actual sales prices in an 
industry. This price reporting may 
properly be conducted through a 
trade association.? 

However, there are certain risks 


1. U. S. vs. Trenton Pottery Co., 273 
U.S. 392; U. S. vs. Socony Vacuum Oi) 
Company, 310 U.S. 150, 223. 


2. Maple Flooring Mfrs. Assn. vs. U. S. 


268 U.S. 563, 582-583. Tag Manufacturers 
Institute vs. FTC, 174 F.2d 452. 
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Accuracy at one rate of flow... accuracy 
over a wide range of flows... plus accu- 
racy sustained over many years... this is 
true three dimensional accuracy in 
petroleum meters. 

Most meters can give you the first two 
dimensions. The third dimension. ..accu- 
racy that doesn’t drift when your back is 
turned...accuracy sustained over many 
years ...is most important of all. It must 
be built into a meter or you don’t get it 
...and that’s your biggest reason for 
choosing Neptune. 


3 DIMENSIONAL ACCURACY 


The only criterion in petroleum metering... 


Neptune’s positive displacement meas- 
uring chamber is simple...only one mov- 
ing element. Through precise machining, 
it achieves true capillary seal. This con- 
trols slippage and practically eliminates 
metal-to-metal wear. Because of double- 
case design, it is not affected by pressure 
changes. And Neptune’s patented “gear 
shifter” calibration mechanism simply 
cannot slip out of adjustment. 

To get true three-dimensional accu- 
racy on every truck and rack, be sure to 
specify Neptune. 


NEPTUNE METER COMPANY 


47-25 34th St, Long Island City 7, N. Y. 


L/iQUID METER DIVISION 


Branches and Jobbers in All Principal Cities 
In Canada: Neptune Meters, Ltd., Toronto, Ontario 
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involved in this activity. Price re- 
porting is more closely related to 
price than data on production sales, 
plant capacity, and other associa- 
tion activities, and, therefore, there 
is the greater possibility of infer- 
ence that an illegal conspiracy 
exists. There is no simple rule for 
determining the legality of trade 
association price reporting activi- 
ties. The features of a particular 


plan and the setting in which it is 
employed must be examined. Ob- 
viously, a price reporting system 
that supplies association members 
with too much detailed information 
concerning the business of their 
competitors is open to suspicion. 
This was one of the objectionable 





DO YOU REALLY 
HAVE THE BEST 
CYLINDER BUY? 


Are your cylinders: 


(1) 


(2) 


(3) 


(4) 


(5) 
(6) 
(7) 


(8) 
(9) 


(10) 


Girth welded for greater safety and se- 
curity, smarter appearance, longer serv- 
ice? 

Galvanized on the footring and part of 
the bottom cup for maximum resistance 
to corrosion? 

Equipped with curled handholds for eas- 
ier handling, greater customer satisfac- 
tion? 

Completely welded at the footring to 
prevent moisture seepage, retard rust 
and corrosion? 

Made of the finest low-alloy, 
strength steel for tough service? 
Lighter in weight for easier handling, 
simplified filling, less costly shipping? 
“Normalized” to remove harmful stress- 
es rather than heat treated as done by 
most manufacturers ? 

Double painted for longer life, reduced 
maintenance? 

Inspected at every step and finally pres- 
sure tested at twice the strength de- 
manded by actual service? 

Made with extra thick bottoms and foot- 
rings? 


high 


if not—for the really 
best cylinder buy write: 


CYLI 


NDERS INC. 


DEPT. B11 
1200 West Blancke St. 


Linde 


n, New Jersey 


CYLINDERS 
inte 


Cylinders, Inc. Successors to the propane and refrigerant cylinder manufacturing 


business of 
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Company. Division of Union Carbide Corporation. 





features of the Hardwood Associa- 
tion’s price reporting plan.* Since 
the illegality of any trade associa- 
tion price reporting system hinges 
upon the finding of an agreement 
to fix prices, obviously a price re- 
porting plan should not include an 
agreement on the part of members 
to adhere to the prices filed with 
the association. 

Prior to the Supreme Court deci- 
sion in the Sugar Institute case in 
1936, it had been generally as- 
sumed that one indication of the 
legality of a price reporting plan 
was whether the reported prices re- 
lated to past and closed transac- 
tions or whether they were current 
or future prices. If the former, 
then no price fixing agreement was 
inferred. If the latter, it was con- 
sidered evidence of a price fixing 
agreement. 

In the light of later develop- 
ments, it would seem that the 
judicial sanction given announce- 
ments as to future prices in the 
Sugar Institute case does not ex- 
tend beyond the special circum- 
stances of that case. Chief Justice 
Hughes, in his opinion, referred to 
“the special and historic practice of 
the sugar industry” which did not 
“threaten competitors’ opportuni- 
ties.” 

Therefore, unless there are spe- 
cial circumstances as in the Sugar 
Institute case, it still appears that 
the former distinction between the 
reporting of past and future prices 
has the same validity in determin- 
ing the legality of trade associa- 
tion price reporting activities. Gov- 
ernment antitrust agencies still 
continue to act on this assumption. 

We had a respondent witness in 
a Commission case who very 
frankly stated: “. . . When any 
two businessmen get together, 
whether it is a Chain Institute 
meeting or a Bible class meeting, 
just as soon as the prayers have 
been said, they start talking about 
the conditions in the industry 
(their talk almost always) gravi- 
tates to the price structures in the 
industry. What else is there to talk 
about?” 

Well, of course, there is plenty 


3. American Column & Lumber Co. vs. 
U. S., 257 U.S. 377 (1921). 
. Sugar Institute vs. U. S., 297 U.S. 
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‘underground storage, pipeline terminals and 


our tankcar fleet ASSURE your LPGas supply 
UNITED PETROLEUM GAS COMPANY 


4820 Excelsior Blvd., Minneapolis 16, Minnesota « WA. 7-9981 


NOVEMBER, 1961 
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to talk about. Prices should not be 
discussed or agreed upon at asso- 
ciation meetings. 

Probably the best safeguard 
and compelling evidence that trade 
association price reporting activi- 
ties are being carried out for a 
legitimate purpose is the fact that 
pricing information is made avail- 
able to all members of the industry, 
including buyers and sellers and 


those who are not members of the 
association, as well as to the pub- 
lic generally. 

Probably, therefore, price re- 
porting should not be undertaken 
unless there is a real and legitimate 
need for it. As a matter of fact, 
the data collected from 1244 asso- 
ciations by the Temporary National 
Economic Committee, in its survey 
of trade associations published in 
1941, indicate that only 187—15 
per cent—supplied price and bid in- 
formation to their members. Ss 


PUMP LP-GAS IN 


UALEC TUE TIRAL 
NALD IMC Tiivie 


WITH A VIKING KK260U TRUCK PUMP 


The KK260U pumps in half the time because it pumps at double its 
former speed. It is capable of delivering up to 80 G.P.M. operating at 
700 R.P.M. and at 50 P.S.1. differential pressure. 


Needle bearings make the KK260U pump’s high capacity possible. 
in addition, it includes such cost cutting features as Viking’s exclusive 
automatic pressure lubricating system of the idler bearing for still 
longer life—leak-proof O-ring gaskets—Roto-Ring mechanical seals 
—and a return-to-tank valve on pump head that keeps pump running 


cooler at maximum speeds. 


Be sure that your next LP-Gas truck comes equipped with Viking’s 
NEW KK260U pump with sufficiently large inlet lines for fittings. 


For Complete information, send today for folder $P-527B 


VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. 


In Canada, It’s ‘‘Roto-King’’ Pumps 


See Our Unit In Butane Propane Catalog 








Health-accident 


insurance 


for employees 


is tax-free 


Accident and health 
insurance for key em- 
ployees has a double 
advantage says E. H. 
Mitchell, BPN’s tax 
expert, It’s deductible 
to the employer, yet cannot be taz- 
ed as income to the employee. 


COUNSEL 
AT YOUR 
ELBOW 


TRUSTWORTHY EMPLOYEES WITH 
VALUABLE ADMINISTRATIVE AND SU- 
PERVISORY TALENTS are not always 
easy to come by. This seems to be 
true during both hot and cold wars. 
Extra accident and health or sick- 
pay plans for your executives and 
other key employees may help you 
attract and hold them.! 

The expense of accidental health 
plans is deductible by you (the em- 
ployer) and, hence, your actual, 
out-of-pocket contribution is only 
half the cost if you are in the 50 
per cent tax bracket, and less if in 
a higher bracket. This applies, for 
example, to premiums paid by you 
for health and accident insurance 
policies issued to one or more in- 
dividual employees. 


The principal advantage. The 
principal advantage to your key 
men is the fact that today such 
additional health insurance costs 
them nothing. The individual pre- 
miums paid by you are no longer 
added to their taxable income. 

A relatively recent addition to 
the Internal Revenue Code (Sec. 
106) provides that the gross in- 
come of employees “does not in- 
clude contributions by the employ- 
er to accident or health plans” in- 
tended to compensate such em- 


1. See also “Postponed Compensation,” 
BPN, May 1960, p. 118, and ‘Profit- 
Sharing Plans,’’ BPN, January 1961, p. 58. 
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PACESETTERS IN QUALITY, COMFORT AND ECONOMY 





CUT SALES COST KEEP 
MORE PROFIT WITH 


‘EMPIRE 


ROOM HEATERS 


Empire features, quality, good 
looks, and price speed up sales. 
Faster installation, less service 
save you money, make more sat- 
isfied customers. See for yourself. 
Write today for the Empire plan 
for making more money out of 
Room Heater sales opportunities. 





MAIL THIS COUPON TODAY 
EMPIRE STOVE COMPANY @ BELLEVILLE, ILL. 
Send information on Room Heater Sales Plan. 
DEALER'S ADDRESS....................... 














Management portfolio 





ployees “(through insurance or 
otherwise) . for personal in- 
juries or sickness.” Prior to the 
amendment, this employee’s income 
exclusion applied only to “group” 
plans covering all (or nearly all) 
employees, 

The Treasury’s definition of an 
accident and health “plan” is now 
just about all inclusive. Here it is. 


“A plan may cover one or more 
employees, and there may be dif- 
ferent employees or classes of em- 
ployees. . . . Such a plan may be 
either insured or non-insured, and 
it is not necessary that the plan be 
in writing or that the employees’ 
rights to benefits . . . be enforce- 


able. .. .” It is a lawful one if the 
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IS THIS YOUR PROBLEM? 
“dow can a dealer be SURE about new employees?” 


“There is no crystal ball for ‘personnel-predictions’, but more 
thoughtful methods of selection can reduce employee turn- 
over”, 

(FROM THE UTN SHIRTSLEEVES SERIES*-—-VOL. 2) 

The cost to the average LP-gas dealer of employee selection, training 
and turnover is an increasing problem. Each businessman is faced by the 
individual problems that are peculiar to his own company, the day-to-day 
decisions which affect the success or failure of his own employees, and 
therefore his profit or loss. 

Few dealers, of course, have the need for a regular “personnel depart- 
ment,” but there is no reason why EVERY dealer cannot and should not 
maintain fairly fixed and practical personnel policies: standards of screen- 
ing, hiring and developing. Perhaps these suggestions will start you out 
on the road to greater profits through less employee turnover. 

First, take a look at yourself: your company, your present staff, their 
potential, the expanding possibilities of your business, its limitations, the 
qualifications and responsibilities required in each job in your company— 
those that are already filled and those that need filling. Make this an 
objective look; evaluate yourself and your company fairly and squarely, 
from the standpoint of what it IS and CAN be. If you presently do not 
have a job vacancy, anticipate the next opening that you think will most 
logically occur (a good personnel policy, anyway! ), and answer in your 
own mind, or on paper, these questions: 

What specific mechanical or other abilities are needed? How much 
past experience is necessary? Is problem-solving involved? Is decision- 
making involved? Is initiative involved? Detailed, routine work? Is age 
a factor? Sex? Marital and family status? Social or educational back- 
ground? What is the job worth to you, today, in your present economy? 
What realistic chances for advancement are there in the job, in authority 
and/or salary? 

The frank and honest answers to these questions on each job function 
in your company will reveal a workable, practical base from which to hire 
new employees with greater assurance of their ultimate profit to you as a 
businessman. 

*{Limitations of space in this message do not permit a full 
discussion of this subject, but to aid its dealers and friends, Union 
Texas Natural has prepared a special booklet—“Selecting and Pre- 
dicting Personnel for the LP-Gas Dealer”—and a copy is yours free 
of charge or obligation from your UTN sales representative, or by 
writing today.) 


TN 


UNION TEXAS NATURAL GAS CORPORATION 


ENTERPRISE BUNLOING TULSA OKLAHOMA 
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employee is “covered by a plan, a 
program, policy, or a custom hav- 
ing the effect of a plan .. . and 
(if) notice or knowledge of such 
plan was reasonably available to 
the employee .. .” 

This Treasury Decision (No. 
6169) further provides that a qual- 
ified plan for “one or more” em- 
ployees, under the income exclusion 
law, may provide for either an 
employer’s premium payments or 
contributions “to a separate trust 
or fund . . . which provides acci- 
dent or health benefits directly 
or through insurance. .. .” 

The initial adoption of a health 
or sick-pay plan (for your key 
employee or key employees) should 
be under the guidance of your tax 
counsel. 


The other advantage to key em- 
ployees. Aside from costing them 
nothing, the key-man plans pro- 
vide additional, tax-free funds to 
defray both unexpected and regular 
medical expenses. To many execu- 
tives this is a fringe benefit of real 
value. 

Thus, without cost or added in- 
come tax burdens, your key em- 
ployees may now enjoy both group 
and individual sick-pay coverage. 
The cost to you is a deductible 
business expense. Hence, your net 
contribution could be negligible 
and the results rewarding. se 





Blower-shaker used 


for harvesting 


A feasible method of harvest- 
ing prunes with catching frames 
is performed by pulsating air as 
a means of shaking the limbs of 
the trees, reports the University 
of California, Davis. 

In 1959 and 1960, the blower 
method was tested in the field. 

A centrifugal compressor with 
a capacity of 3500 cfm at 2.5 psi, 
driven by a 50-hp engine, sup- 
plied air at velocities up to 200 
mph. Air volumes and velocities 
were varied by using pipe diam- 
eters of five and eight inches. 

The 1960 results indicate that 
velocities of 95-185 mph removed 
41 to 59 per cent of the fruit on 
the tree at the time of each 
harvest. 
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OPERATING AN 
L.P. GAS Business 


A Handy Reference Library of 
9 Practical Booklets 


Each booklet is a collection of the best 
articles on the titled subjects which have ap- 
peared in Butane-Propane News. 15 or more 
subjects under each cover, from 48 to 64 
pages of information written by authors 
recognized for their experience in the indus- 
try and their technical know-how. 


. Problems of Management 
. Bulk Plant Design and Operation 
- Fuel Transfer with Pumps & Compressors 


. Servicing Domestic Appliances 


. Selling 
- Industrial and Commercial Applications 


- Farm Applications 


1 
2 
3 
4 
5. Consumer Bulk Systems 
6 
7 
8 
9 


. Power 


Available separately or as a set 


pres=senen===-ORDER FORM=-----=--===" 
BUTANE-PROPANE News 


198 S. Alvarado St., Los Angeles 57, Calif. 
Please send me, postpaid, the booklets ordered below. 








I enclose $ in full payment. 


(In California add 4% sales taz.) 
[-] Complete set of 9 
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Build loads with 
metered service 


WC-45-LPG 
Welded Steelcase 
Meters 


Modern Welded Steelcase Meters provide 
accurate measurement and maximum de- 
pendability for years of trouble-free metered 
service. 


@ Internal, counter-type, tamper-proof index 


impact-resistant plastic index box cover 


® 
@ Lifetime corrosion protective finish 
@ Handy wall-mounting lugs 

* 


Bellows-type, molded Duramic diaphragms 
e Removable soldered top 


Rated capacity 45 cfh propane and 40 cfh 
butane at 14-inch w.c. differential—5 psi 
working pressure— 14-inch F.P.T. connec- 
tions—shipping weight 8 lbs. 


See Bulletin 316 for details 


AMERICAN 


A) 2 oe we Of : ie Of 8 OL, Oe | 


Sales Offices in Principal Cities 





The thanks are due LPG 





Every day's 


Thanksgiving 


at Plus Poultry 


Thanksgiving dinners on the hoof at the Plus Poultry Farms, Lafayette, Colo. 


THERE ARE TWO DANGEROUS AGES 
in the life of a turkey. The second, 
and usually fatal, period comes 
just before Thanksgiving or Christ- 
mas. And L.P. gas frequently pays 


EASY INSTALLATION AND 


a big part in the final rites. 

But in the first dangerous age, 
from one to eight weeks, L.P. gas 
aids in protecting the young turkey 
from the many perils which threat- 


TROUBLE-FREE OPERATION MEAN 
MORE PROFIT TO YOU 


with ROYAL WALL HEATERS 


Every quality feature for Fastest, Economical Installation and Silent, 
Service-free Operation is built into Royal Wall Heaters—success 
proven in thousands of installations. You should compare Design, 
Construction and Price. No finer wall heaters than Royal are made. 


Recessed Vented 

8 Models —25 thru 62,000 BTU Single and 
Dual-Wall models. 20 year warranty on por- 
celainized, die-formed combustion chamber. 
One-piece front and Rustproof inner unit 
with separate header are your key to easier 
installation and longer life. Optional furnace- 
type blower. 


Sealed Combustion Chamber 
Direct Vent, Thru-the-Wall 
10, 20, 30,000 BTU Inputs. 
Uses No Room Air For 
Combustion. Save up to 
70% on installation. Com- 
pare features and price 
anywhere — None Better. 


For all details, write — 
CHATTANOOGA ROYAL COMPANY @ CHATTANOOGA 6, TENNESSEE 


Quality Since 1891 


New — 10,000 8TU 
Model DYR-10 





J. ARTHUR THOMPSON 


en to cut him down before he can 
ever grow up to become the center 
of attraction on a holiday dinner 
table. 

A turkey poult is delicate, nerv- 
ous and hard to raise—exasperat- 
ingly so, as any grower will tell 
you. If he gets cool he gets sick. 
If he gets thoroughly chilled, he’s 
dead. Successful commercial turkey 
growers such as the Plus Poultry 
Farm near Lafayette. Colo., have 
found that L.P. gas brooders will 
keep their downy young turks in 
comfort and substantially reduce 
the mortality rate. 

Plus Poultry is noted in the 
Rocky Mountain area for its high 
quality birds. It was started some 
28 years ago and is still owned by 
Frank Plus. The 320-acre farm 
is a partnership project between 
the Plus family and Mr. and Mrs. 
H. L. Rohler, who, incidentally, 
were the first employees. 

No hatching is done. Day-old 
poults are purchased and some are 
flown in from as far away as 
Oregon and California. 

They are immediately placed in 
the brooder houses in corrugated 
paper pens where Jamesway “Fly- 
ing Saucer” brooders take over the 
job of “mothering” them and keep- 
ing them warm. 


A BPN Exclusive 
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These L.P. gas brooders are fully 
automatic and, of course, have 
safety shut-offs. Most of them are 
of 20,000 Btu capacity although a 


few are rated at 12,000. Thermo- 
stats are set for 95 deg. for the first 
week and then are set back 5 deg. 
per week for the following four. 


After about 10 days, the paper 


pens are removed and the poults 


allowed to move more freely about 
in the warm brooder house. Poults 
are kept in here until they are 


seven or eight weeks old and then 
are removed to large range pens. 

Each brooder house is 144 ft by 
32 ft and 12 brooders are used in 
each house, There are 92 gas 
brooders in all. 

Plus Poultry also has a few other 
types of brooders but the L.P. gas- 
fired ones, with their extremely 
accurate controls, are considered 
the most satisfactory. A ceramic 
core holds the heat and throws it 
it outward instead of directly down. 
Poults do not huddle so close to- 
gether and there is less danger 
of smothering. 


One hundred thousand turkeys 
raised and marketed each year 
attest to the success of the brood- 
ers. 


Three 1000-gal. tanks hold the 
fuel supply for keeping all of these 
potential holiday dinners in com- 
fort. The tanks are filled at least 
twice each week during the brood- 
ing season which lasts from the 


first of March thru July. In ad- | When the job’s got to be right . . . at the right 
price . . . remember Hydrotherm! 

Gas-fired Hydrotherms are available in eleven 
sizes from 50,000 to 300,000 BTU/Hr input ...a 
right size for every residential job. Versatile Hydro- 
therms also provide volume water heating for apart- 
ments, motels, restaurants, etc. 

Also available: packaged Hydrotherms, completely 


factory assembled with all hydronic accessories for 
even faster installation. 

Unique engineering of Hydrotherm’s cast iron 
horizontal sections means fuel savings and guaran- 


teed (25 years) satisfaction. 


* y 4 Write for bulletin #HY-F100 and all the facts. 
Its @@ ® 


The 12 roof-suspended brooders are set AE 14 
and awaiting the arrival of another batch 


of day-old poults: HYDROTHERM, INC., DEPT. 13BP « NORTHVALE, NEW JERSEY 
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Plus Poultry 


Extremely accurate controls regulate the 
heat, keeping the young poults warm and 
happy. 


dition a 500-gal. tank supplies the 
farm residence and the bunk house 
with the comforts of L.P. gas. 

The gas is supplied by the Con- 
sumer’s Oil Co. of Greeley, Colo. @ 


FOR TEMPORARY HEAT 
ON ALL WINTER WORK... INSIDE-OUTSIDE... USE 


SALAMANDERS 


LP GAS 


@ PORTABLE 
@ CLEAN 
@ ECONOMICAL 


BLOWER HEATERS 


LP GAS 


RIcHARD H. MUELLERLEILE — from 
assistant to the president of National 
Propane Corp., Garden City, New 
York, to vice president for product 
supply. 


MARK D. BRUNER was _ recently 
elected president and chief executive 
officer of Suburban Gas Co., Liberty, 
Texas, and Modern Suburban Gas Co., 
Victoria, Texas. Jozk BURNS was elect- 
ed vice president of sales; J. H. WIN- 
TON, vice president of operations; P. 
H. BOHMFALK, secretary, and R. P. 
HILL, treasurer. 


STANLEY J. PACHYN, formerly with 
(Zeneral Controls Co., Glendale, Calif., 
has joined Pyronics, Inc., Cleveland, 
Ohio, as manager of infra-red sales. 
Laupy E. Rear, formerly with Na- 
tional Heater Co., St. Paul, Minn., 
has joined Pyronics as a manufac- 
turer’s representative covering Min- 
nesota and Wisconsin. 





4 MODELS 


FEATURES 

@ NO FUMES 
@ NO SMOKE 
@ NO SOOT 


2 MODELS 


TYPICAL USES: DRYING PAINT AND 
PLASTER .. . CURING CONCRETE . . . WORK- 





M. D. Bruner 
Suburban 


R. H. Muellerleile 
National Propane 


G. R. PRESTON was recently elected 
vice president of Cities Service Pe- 
troleum Co., Bartlesville, Okla. He is 
also director and treasurer. JAMES E. 
CHAFFIN recently transferred from 
Cities Service Pipe Line Co., sub- 
sidiary of Cities Service Petroleum, 
to the newly-created position of safety 
director in the industrial relations di- 
vision. GEORGE F. HALL—from assis- 
tant traffic manager of Cities Service, 
to general traffic manager. 


A. L. Lockwoop, formerly with 
Pioneer Manufacturing Co. of Los 
Angeles, has joined Republic Appli- 
ance Division of Republic-Transcon 
Industries, Inc., Los Angeles, as vice 
president and western division gen- 
eral manager. 


CHALMER W. JAYNES—from region- 
al Skelgas sales manager of Skelly 
Oil Co., Kansas City, Mo., to director 
of Skelgas sales. RICHARD A. CARLSON 
—from division manager at Omaha, 
to regional manager at a new office 
in Des Moines. Other executives 
transferred are: W. G. Heap, petro- 
leum sales manager; W. R. THOMP- 
SON, western Skelgas sales manager; 
YALE D, EWERrT, eastern Skelgas sales 
manager; JOHN R. FLINT, operations 
and engineering manager; K. W. 
CRAMP, credit manager; and C. D. 
BAILEY, administrative assistant to 
manager. 


ER’S COMFORT . . . HEATING WAREHOUSES, 
SHANTIES, SHEDS AND MATERIALS. 


INFRA-RED HEATERS 


LP GAS 3 MODELS 


THE MOST COMPLETE LINE OF PORTABLE 
HEATERS WITH CAPACITIES UP TO 150,000 
BTU PER HOUR, BOTH MANUAL AND AUTO- 
MATIC OPERATION. PRICES $19.50 AND UP 


. WRITE OR WIRE FOR COMPLETE INFORMATION * 


INSTO-GAS CORPORATION 


998 E. WOODBRIDGE * DETROIT 7, MICHIGAN C. W. Jaynes 


Skelly Oil 
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STuART J. NorTHROP, formerly with 
SKF Industries, Inc., Philadelphia, 
recently joined American Meter Co., 
Philadelphia, as director of manufac- 
turing. 


LOWELL A. PALMER—from product 
manager of Bastian-Morley Co., Inc., 
LaPorte, Ind., to assistant general 
sales manager; R. E. QUINN—from 
midwestern regional manager to field 
sales manager of the hydronic divi- 
sion; R. A. WASHBURN—-from western 
regional manager to field sales man- 
ager of warm air products. H. L. 
BOLEN was also appointed as manager 
of market development. 


RICHARD SCHUSTER—from assistant 
advertising manager of Owatoona 
Tool Co., Owatonna, Minn., to adver- 
tising and sales promotion manager. 





REA reports loans 
for fiscal 1961 


More than 1.4 million rural 
people will benefit directly from 
electric and telephone loans 
made by the Rural Electrifica- 
tion Administration during fis- 
cal 1961, the U. S. Department 
of Agriculture has announced. 

Of the $274.5 million in 255 
electric loans, $151.9 million, or 
55.3 per cent, was approved for 
generation and _ transmission 
purposes. In the previous fiscal 
year when loans amounted to 
$220 million, 40.4 per cent was 
approved for generation and 
transmission facilities. 

The largest single loan in the 
26-year history of REA went to 
Hoosier Cooperative Energy, 
Inc., of Indiana. It was for $60.2 
million and provides for con- 
struction of a 198,000 kilowatt 
steam generating plant, 1552 
miles of transmission line and 
related facilities in southern In- 
diana. 

There are now 990 active bor- 
rowers in this program. They 
are located in 46 states and 
Puerto Rico, and are serving 4.8 
million consumers, or more than 
19 million people. More than half 
of all electrified farms in the 
U. S. are served by systems fi- 
nanced by REA. Loans made but 
not yet converted into facilities 
call for service to an estimated 
600,000 rural consumers of all 


types. 











Always final un quodity oe ROW 


NEW ... GAS RANGES. 
THE BEST LOOKING . . . THE BEST COOKING ... 


THE BEST SELLING 


if you don't know Enterprise, you owe 
it to yourself to find out more about 
this medium priced line with the fea- 
tures and quality of high priced ranges. 
Enterprise is built to exacting 
standards by skilled craftsmen 
who have been manufacturing 
ranges for over a century. 

Now this service-free quality has 
been teamed with beautiful, new, 
contemporary styling to bring you 
the greatest value in free-stand- 

ing ranges anywhere. 





36” SERIES 


MODEL 1624-A 
30” SERIES 


MODEL 1304-5A 


WRITE TODAY FOR NEW CATALOG 
Phillips & Buttorff Corporation 


Nashville 8, Tennessee 











Introductory i SPECIAL DISCOUNT for one unit 














a | One man hydraulic CRANE lifts 
~~ aes A 1,500 Ibs. only $119.50 Retail 


LESS 25% 
100's in use by LPG dealers throughout 
U. S. and Canada. 
Send order or request for additional in- 
formation NOW. Sold on guaranteed 
performance basis. 
Can be mounted on flat bed truck. 
2500 Ib. model also available. 
(Please Clip Ad When Ordering Or 
Making Inquiry) 
if cheek accompanies order we will pay freight 
te your door. 


Div. Bert Parkhurst & Co. 


“IDEAL CRANE 


15051 EAST ADMIRAL PL., TULSA, OKLAHOMA 
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G. H. Loeffler M. L. Wheat 


Grove Valve 


People 


GeorceE H. LOpFFLER and M. L. 
WHEAT have recently been appointed 
sales engineers of Grove Valve and 
Regulator Co., Oakland, Calif. They 
will both be headquartered in the 
Houston sales office. 


JACK ROSSMAN, formerly with 
Fannin Gas of Phoenix, Arizona, has 
joined Beam Products Manufacturing 
Co., Los Angeles, as southeastern dis- 
trict manager. 


EUGENE R. GELFo — from chief 
draftsman of Robertshaw - Fulton’s 
Robertshaw Thermostat Division, 


Eugene R. Gelfo 
Robertshaw 


Jack Crossman 
Beam Products 


Richmond, Va., to sales promotion 
manager. MAx A. CORETH, formerly 
of Penn Controls, Inc., joined Robert- 
shaw-Fulton’s International Market- 
ing Division as manager. 


WILLIAM CLARK, formerly’ with 
Mississippi Tank of Hattiesburg, 
Miss., has joined Wanda Petroleum 
Co. of Houston as sales representa- 
tive. DONALD E. MILLER, formerly 
with Union Texas Natural Gas Co. 
of Tulsa, Okla., also joined Wanda as 
sales representative. 


Royce WALKER recently joined 
Trinity Steel Co’s. (Dallas) special 
products transport division as sales 
engineer. 





NEW! 


Sage 


Operates on Safe, | 
Clean-Buaning LPF Gas 
UP TO 65,000 B.T.U. PER HOUR 


This inexpensive, amazingly rugged 
heater is used principally for ‘‘spot’’ 
heating outdoors and circulated heat- 
ing inside. Removal of directional 
hood and blower converts Heat- 
Master, Jr. to a radiant space heater. 
Operates for as 
little ax 414c to 
10c an hour at 
maximum 
output. 


MAIL 


TODAY 


‘ 

FREE! § 

COUPON on 
Kit : 


Gus Fired Portab/. i 
Y af 


HEAT-MASTER ir. 


® Radiant space heater or 
forced air furnace 


Operates ali week-end — 
and longer — without 
attention 


@ Can be vented 


Fume-free—won't damage 
interiors with soot- 
laden exhaust 


Trouble-free .. . almost 
never needs adjustment 


Easy to carry from job 
to job 


Manual or thermostatic 
heat controls 


Foc. a 


hermoDynamics, Inc. 
1366 W. Oxford * Englewood, Colorado 
©) Send full details on Heat-Master, Jr. i 
() Send money-making dealer promotion kit. 
Name BPN-O I 


Address 








I 
i 
City State i 
ER Ne lew BU ME ee anenenenenenand 
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Royce Walker 
Trinity 


Bill Clark 
Wanda 


Rosert O. GooDYKOONTZ — from 
general manager of Humble Oil & Re- 
fining Co.’s central region, to vice 
president in charge of the Esso Stand- 
ard, Eastern Region of Humble, New 
York City. 


Paut A. BarLow—from manager 
of analysis and controls for Mobil’s 
southwest marketing division at Dal- 
las, to division controller for Mobil’s 
Anchor Petroleum Division at Tulsa, 
Okla. 


J. C. MILLER was recently trans- 
ferred from sales representative of 
United Petroleum Gas Co., Minneap- 
olis, Minn., to United’s Consumers 
GAService Division. 


Roy C. INGERSOLL retired last 
month as chairman of the board of 
Borg-Warner Corp., Chicago. ROBERT 
S. INGERSOLL, formerly president, will 
succeed him. LESTER G. PORTER, for- 
merly executive vice president, will 
succeed Robert Ingersoll. 


A. J. BURKE and M. M. BURKE re- 
cently retired from Farmers Butane 
Service, Hutchinson, Kan. A. J., who 
was founder, has entered semi-retire- 
ment; M. M. did not reveal his plans. 


H. C. Lewis will retire in January 
1962, from United Cities Gas Co. and 
Metrogas, Inc., after 32 years of ser- 
vice. He was employed before gas 
service was initially turned on in 
Harrisburg, Ill., and except for a 
short period, has been district man- 
ager of Harrisburg-Eldorado, Metrop- 
olis and Union City during his entire 
period of service. 


WILLIAM G. Perry, JR., 47, died 
recently at his home in Germantown, 
Tenn., after suffering a heart condi- 
tion. Petty was partner with his 
father in W: G. Petty & Son, L.P. 
gas firm. 


Roy LesteR McCugEn, Jr., 45, died 
recently in Winston-Salem, N. C. He 
was district manager of the Suburban 
Rulane Gas Co., and had been with 
the company 15 years. 
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Gas sells cars 


In installing 13 gas lights in 
place of endless rows of bare 
electric bulbs around the per- 
imeter of his used auto sales 
lot, a Florida car dealer in 
Sarasota says: “It’s a novel idea 
that avoids the carnival, honky- 
tonk atmosphere lent by strings 
of electric bulbs commonly used 
in our industry. 

“The gas lanterns lend a 
touch of quality because of the 
absence of the strong, naked 
glare of bulbs and we’ve had 
many compliments about the im- 
proved appearance of our lot. 
The cars look better under the 
soft glow of gaslight.” 

The dealer, Ross Lamb, also 
makes the point that when 
lighted electric bulbs are sub- 
jected to the sudden downpours 
common to Florida, impact of 
the rain on the hot glass breaks 
bulbs “to the tune of $200 a 
year for replacements.” And 
with no advance warning of a 
rain, dealers were usually un- 
able to turn them off ahead of 
time. Winds of hurricane force 
here also cut bulb life. 

“In addition,” says Lamb, 
“our lighting bill was consider- 
ably higher with electricity for 
a variety of reasons. A used 
car dealer must keep his lot 
illuminated all night long, and 
you can’t dim the bulbs to save 
electricity. With gas, we’ve got 
automatic regulators so our 
lights are dimmed during the 
night and save gas while pro- 
viding adequate illumination. On 
dark days, the gaslights come 
on dimly and economically and 
serve as an announcement that 
we’re open for business.” 




















NOVEMBER, 196! 


BLACKMER'S 
DO IT 
YOURSELF 
“EXCHANGE 
PLAN 

a 


With Blackmer pumps, you can easily and inexpensively replace the 
few parts which normally wear—using simple tools without discon- 
necting the piping. You don’t have to take out your old pump, ship it 
to the factory and get back a rebuilt pump. You don’t have to pay 
“about half the cost of a new pump” plus shipping charges both 
ways and all that trouble. For example, a set of vanes for our pop- 
ular TLGL2 Truck Pump costs less than seventeen dollars. Replacing 
only the worn parts like these restores the pump to like-new per- 
formance. The saving makes sense, doesn’t it? Better check up on 
Blackmer pumps. Models from 7 to 300 GPM for everything from 
bottle-filling to transport-loading. See your distributor or write for 
Bulletin 500. 


/ liquefied gas pumps 


Find your Blackmer Man under “Pumps” in the Yellow Pages 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 





See ke ee ee ee ee ee eH ee a 


Keep Up with L. P. gas 

Developments Each Month 
by subscribing to 

198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 


(C Check herewith 0 Bill me 0 1 year $2.00 C) 2 years $3.00 


BUTANE-PROPANE 


eaeessaueweneescensessessousssesssesessaasesesacaccaed 





For further information on any items in this section use the 
convenient Univac Readers’ Service postcards on pages 83, 84. 


New Products and 
Free Literature 


LPG plumbers’ furnace comes 
in tank top, floor models 
Circle 1 on Readers’ Service Card 


This L. P. gas plumbers’ furnace 
is available in both a tank top and 
a floor model. It can be used for 
melting lead, asphalt, tar, babbit, 
paraffin, etc. The furnace will han- 
dle up to a 9-in. pot and will oper- 
ate on a full tank pressure or with 
a regulator (GEC 400). Wemco 
Products. 


Furnace accommodates wide 
variety of filters 
Circle 2 on Readers’ Service Card 


This new deluxe 119 and 219 
series of furnaces is designed to 
accommodate a wide variety of fil- 
ters to handle home air cleaning. 
Also available are an activated 
charcoal filter for household odor 
problems, and a chemically treated 
one to destroy germs (GEC 420). 
Mueller Climatrol, Division of 
Worthington. 


82 


Compact gas-fired boilers 
have 3 and 4/2 horsepower 
Circle 3 on Readers’ Service Card 


This vertical tubeless boiler is 
designed to supply a need for a com- 
pact gas-fired boiler from 3 to 4% 
hp with maximum steam working 
pressures of 100 and 150 lbs. A 
water turbulator is built inside the 
pressure vessel to create a constant 
circulation of the water (GEC 420). 
Kisco Boiler & Engineering. 


Low pressure drop-valve 
speeds tank car loading 
Circle 4 on Readers’ Service Card 


Designed for use on L. P. gas and 
anhydrous ammonia tank cars, this 
3-in. tank-car angle valve has ex- 
tremely high capacity and low pres- 
sure drop. The low pressure drop 
contributes to faster loading, and 
the unique leak-proof stem seal 
construction assures long, mainte- 
nance-free, service life, (GEC 
680). Bastian-Blessing Co. 


Gas light can be removed 
from bracket for table use 
Circle 5 on Readers’ Service Card 


This old fashioned gas light is 
removable from its bracket for 
table use. Model 500-1-HB operates 
many hours on one can of fuel at 
nominal cost. It is windproof, safe, 
easy to light and fill. A special pres- 
sure valve controls gas from can. 
Height is 18% in. (GEC 470). 
Breese Industries, Inc. 


Valve is a “sealing capsule" 
of conical-shaped tefion 


Circle 6 on Readers’ Service Card 


Major design feature of this 
“Con-O-Sphere” valve is a sealing 
capsule of conical-shaped teflon 
which is molded around the ball 
that controls the on-off action of 
the valve. The valve is developed 
for a wide variety of chemical, 
petroleum, and pharmaceutical in- 
dustrial uses (GEC 820). WKM 
Division, ACF Industries. 
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FOR FREE INFORMATION 


about New Products in this issue... 
or to get the Trade Literature offered... 


PO a bes. Each New Product or Trade Literature item reviewed 
Your inquiries ., ; ew x f " 

. in this issue is numbered. To get more information 

electronically processed by 


: 3 about items that interest you, circle the corresponding 
: . RCA"501” COMPUTER © : number on the Readers’ Service Card, then PRINT 
- ; your name, title, company and address PLAINLY and 


for high speed ‘ z : 
drop the card in the mails. No postage is needed. 


service to you 
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Following is a list of November ad- 
vertisers offering more information on 
their products. Circle the correspond- 
ing number on the Readers’ Service 
Card on pages 83-84. 

32. Empire Stove Co. is offering infor- 
mation on its room-heater sales plan 
(GEC 420). 

33. Hydrotherm Inc. has available Bul- 
letin No. Hy-F100 on its water heaters 
(GEC 420). 

34. American Meter Co. has prepared 
Bulletin 316 for details on its meters. 
(GEC 560). 

35. Minneapolis-Honeywell Reg. Co. has 
information on its water heaters and 
"Tradeline" controls (GEC 190). 

36. Johnson Machine Shop has avail- 
able literature on "Vanasil" pistons 
(GEC 100). 

37. Phillips & Buttorff Corp. offers 
a new catalog on "Enterprise gas 
ranges (GEC 240). 

38. Shell Oil Co. has information on 
its distributor plan (GEC 480). 

39. Wm. Wallace Co. is offering o 
Metalbestos gas vent handbook (GEC 
840). 

40. Johnson Gas Appliance Co. provides 
new catalogs on water heating (GEC 
400). 

41. Parkhill-Wade has information on 
repairing old nozzles (GEC 430). 

42. Skelly Oil Co. has information on 
how to make money as a Skelgas 
dealer (GEC 480). 

43. A. O. Smith Corp. has information 
on "Permaglas’’ and "Burkay” water 
heaters (GEC 860). 

44. ThermoDynamics Inc. is offering 
dealer promotion kits on its space 
heaters (GEC 410). 

45. Cylinders Inc. provides information 
on its cylinders (GEC 260). 

46. North Texas Tank Co. has available 
its "Safety Liner” brochure (GEC 530). 
47. Pasley Mfg. & Dist. Co. has infor- 
mation on bulk plant installations and 
colors for equipment (GEC 790). 

48. Union Texas Natural Gas Corp. has 
available a booklet on selection of per- 
sonnel (GEC 330). 

49. American Liquid Gas Corp. offers 
information on its LPG carburetion 
(GEC 100). 

50. Chevrolet has available free litera- 
ture on its 1962 trucks (GEC 790). 

51. Fisher Governor Co. provides com- 
plete details on regulators (GEC 700). 
52. Insto-Gas Corp. offers information 
on its infra-red and blower heaters 
(GEC 410). 

53. Texaco Inc. offers information on 
becoming an LPG distributor (GEC 
480). 

54. Horper-Wyman Co. has literature 
available on “all-temp" controls. 

55. Grove Valve and Regulator Co. has 
Bulletin 800 available on its regulators 
(GEC 700). 

56. Sinclair Oil & Gas Co. is offering 
information on its distributor plan. 
(GEC 480). 

57. American Bosch Arma offers infor- 
mation on its regulators (GEC 700). 
58. Blackmer Pump has available Bul- 
letin 500 on its pumps (GEC 660). 

59. Chattanooga Royal Co. has informa- 
tion on its wall heaters (GEC 420). 
60. Rockwell Manufacturing Co. is offer- 
ing demonstrations on its vapor meter 
(GEC 560). 

61. Viking Pump Co. has available 
folder SP-527B on its truck pumps 
(GEC 660). 
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Portable heater can be used 
as cooker/heater for campers 

Circle 7 on Readers’ Service Card 

“Heat-Master, Jr.” is made for 
use as a forced air furnace, radia- 
tor space heater, and combination 
cooker/heater for campers. The 
portable gas-fired heater has an in- 
put of 65,000 Btu per hr. (GEC 
420). Agri-Quip Division. 


New line basement winter 
air conditioners developed 
Cirele 8 on Readers’ Service Card 
This model series SA gas fired 
basement-type winter air condition- 
er has a Btuh input capacity of 
100,000 to 200,000. The heat ex- 
changer is precision die-formed 
from 16 gauge steel (GEC 420). 
C. A. Olsen Mfg. 


Wrench has ratchet-like 
action in either direction 
Circle 9 on Readers’ Service Card 
A new size utility chain wrench 
has been designed to accommodate 
¥g- to 4-in. pipe and features 
ratchet-like action. Designated the 
“C-12,” the handle of the wreneh 
is an alloy steel forging (GEC 
770). Ridge Tool Co. 


Infra-red gas burner has 
higher conversion ratio 
Cirele 10 on Readers’ Service Card 


A higher conversion ratio of fuel 
to infra-red is obtainable with this 
new infra-red gas burner. Greater 
efficiency and effectiveness are pos- 
sible with the new burner in sev- 
eral processes (GEC 080). Red-Ray 
Mfg. Co. 


Budget-priced gas dryer 

has electronic control 

Cirele 11 on Readers’ Service Card 
A new budget-priced gas dryer 

is now available with push-button 

convenience and electronic control. 

The control requires only the sim- 

ple selection of one of four push 

buttons (GEC 120). The Maytag 

Co. 


Cable control available 

for internal safety valves 

Circle 12 on Readers’ Service Card 
A cable control for remote opera- 

tion of its “C” series internal safe- 

ty control valves is now available. 

The handle is installed at the op- 

erating station, up to 15 ft from 

the valve (GEC 820). Fisher Gov- 

ernor. 
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Plug valve has high 
lubricity coating 
Circle 13 on Readers’ Service Card 


This new “Permaturn” valve 
features a high lubricity plug 
coating of the order of 06.0005-in. 
applied to tapered surfaces. For 
low pressure valves—up to 1000 
psi—the coating is Teflon. The 
coating reduces turning and pro- 
vides lifetime maintenance-free 
operation (GEC 820). Rockwell 
Mfg. Co. 


Multi-stage regulators offer 
ciccurate delivery pressure 
Circle 14 on Readers’ Service Card 


This line of multi-stage regula- 
tors offers an infinitely adjustable 
first-stage delivery pressure that 
minimizes variations from static to 
flowing pressure. Available for all 
gases (GEC 700). Harris Calorific 
Co. 


Propeller fan-type furnace 

available in 11 capacities 

Circle 15 on Readers’ Service Card 
This new economy propeller fan- 

type furnace is designed for use 

where basic thermostaticaliy con- 

trolled heat is required. Available 





Sell 600 Ibs. 
LP-gas/year . 


STOCK TANK HEATER 


You sell more than an automatic stock 
tank heater when you sell Johnson. 
You sell an average of 600 Ibs. of LP- 


Gas per heater per year. The dependable, 


weather-proof Johnson Stock Tank 
Heater is easy to sell, too. 


Cattlemen and dairymen know their stock 


do better, profit more, when their water 
is at a drinkable 48°. And the Johnson 
Stock Tank Heater maiytains that tem- 
perature in the coldest weather. It’s safe, 
efficient and very easy to install. Profit 


twice with the Johnson Stock Tank Heater. 


a 


---) 


/ 
/ 
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Write for catalog of 
Johnson's complete 
water heating line. 
JOHNSON GAS 
APPLIANCE CO. 
597 E Ave. WN. W. 
Cedar Rapids, lowa 


it it burns gas () look to Johnson 
Since 1901 





¥ me of ae | 
in 11 capacities ranging from 25,- 
000 to 300,000 Btu input, the fur- 
nace comes in two models (GEC 
410). Reznor Mfg. Co. 


Packaged vertical boiler 
is factory insulated 
Circle 16 on Readers’ Service Card 
This gas-fired boiler is now fac- 
tory insulated and shipped as 
“packaged.” The unit has al’ weld- 
ed steel shell construction nd 
comes complete with steel jacketed 
insulation, gas burner, hood, valves 
and auxiliary combustion equip- 
ment (GEC 410). Eclipse Fuel En- 
gineering Co. 


“Dualaire" air flow system 
has new range ventilation 
Circle 17 on Readers’ Service Card 


The “Ultramatic” built-in gas 
range is equipped with a ‘““Dualaire” 
air flow system, a completely new 
principle of gas range ventilation. 
It eliminates the need for expensive 
sealed kitchen cabinets, eliminates 
pilot “outage” caused by air drafts, 
and reduces the range’s exterior 
temperature (GEC 240). Caloric 
Appliance. 
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Gas furnace burner eliminates 
cast iron, steel disadvantages 
Circle 18 on Readers’ Service Card 
Newly introduced is this line of 
“Spacenter” upflow and downflow 
gas-fired furnaces, in a complete 
size range for all residential, com- 
mercial and light industrial instal- | “The Loadmaster” LPG Truck Tank 
lations. The “Insert Burner” elimi- 
nates the disadvantages of cast 
iron, claims Sequoia (GEC 420). 





PASLEY-DESIGNED Truck 
Tanks (see above and right) 
were first to feature all 
controls from one location. 
All operation is from one § 
point—rear compartment. | 


New liquid cleaner has 


dipping basket for metals 

= “ene BULK PLANTS Pasley LPG and 
Cirele 19 on Readers’ Service Card a a A * inet i ti 

This “Strip-all” cleaner strips ee type - a egy BE 
carbon, sludge, varnish, paint and = turnkey job or engineering for 


tar from all types of metal parts vone_f your own installation. Write, wire 
without harming the metal itself. 

The cleaner comes with an immer- or call. 
sion basket (GEC 500). Stewart- ¢ 
Hall Chemical. | est Also a complete line of accessory 


equipment. 
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Power gas burner equipped 
with thermo-electric controls 


Cirele 20 on Readers’ Service Card 











No. 800 power gas burner has a 
capacity of 800,000 Btu/hr. It has 
a 5-in. diameter tube and is de- 
signed throughout for easy instal- 
lation. Available with thermoelec- 
tric controls (GEC 080). Mid-Con- 
tinent Metal Products. 
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FISK TANK TRAILER 
ONE-MAN HYDRAULIC 


The only true “one man" tank trailer on 
the market. Hydraulic system does all 
the work—saves muscles, time and money! 
Frame adjustable to tank length. Trans- 
ports up to 1260 w. g. Priced within your 
reach. Provides sa‘e, fast highway travel. 
Accessories available. Simple to operate, 
maintain. Now AVAILABLE KNOCKED 


DOWN-—for shipments to distant points. 


NEPTUNE LP-GAS METERS 


Liquid metering speeds handling—gives 
you an accurate record of product dis- 
pended. Stops losses from fraud and 
over-measure. Builds customer good will. 
No extras to buy—three models cover 
every need. Ask about Neptune Vapor 
Meters. New automatic TEMPERATURE 
COMPENSATORS are available for at- 
tachment to your present Neptune LIQUID 
Meter in sizes I'4"" and 1". Auto- 
matically corrects register reading for tem- 
perature variation above or below 60°F. 


NEW! CORKEN “CORO-VANE” 
TRUCK PUMPS 


Provides 30-150 gpm. 

dependent on meter ,/ 

capacity. Quickly, eas- 

ily installed to pres- 

ent piping, power take- 

eff. Ductile iron body 

with built-in relief 

valves, flonges. Re- 

pairs, without removal 

from truck, made in 30 to 60 -inutes. 
Plastic vanes give quiet, trouble-free 
operation. 


ALSO CORKEN “CORO-VANE” 
STATIONARY PUMPS 


Write for new FINE Catalog 
OFFERS 2000 LP ITEMS 


JUWE PRODUCTS CO. 


6240 OGDEN AVE 


BERWYN (Ct ene] dut ILLIN 








Circular slide rule is 
easy to operate 
Circle 21 on Readers’ Service Card 


Operation of this circular slide 
rule is simple and the results are 
accurate. Pocket-size, the calcula- 
tor comes complete with easy-to- 
follow instructions for multiplying, 
dividing, and finding proportions 
(GEC 121). General Industrial Co. 


Gas-fired boilers described 


Circle 22 on Readers’ Service Card 


New literature covers the new 
“MMF” series gas-fired cast iron 
boilers. It gives ratings, dimen- 
sions, specifications, and shows the 
many features of the boilers (GEC 
420}. Peerless Co. 


Data sheet concerns controls 
Circle 23 on Readers’ Service Card 


A new data sheet offers informa- 
tion on ordering replacement con- 
trols for self-generating systems. 
It tells of wider model choice, sim- 
plified package inventory, and the 
universal replacement of the con- 
trols (GEC 190). Minneapolis- 
Honeywell. 


Ball valves described 
Cirele 24 on Readers’ Service Card 


A new 4-page brochure describ- 
ing the line of ‘“Econ-o-miser” ball 
valves enables users to select the 
correct size, and combination of 
metals, seals, seats and pipe ends. 
A cost comparison of valves is also 
given (GEC 820). Worcester Valve 
Co., Inc. 


329 hose reel models listed 
Cirele 25 on Readers’ Service Card 

This new catalog lists and de- 
scribes 329 standard hose reel mod- 
els and capacities, plus special reels 
for up to 3-in. hose as well as ac- 
cessories and related equipment. 
Introductory pages explain hose 
reel design features in detail (GEC 
430). Ardmore Products. 


Pressure gauge bulletin 
Circle 26 on Readers’ Service Card 


A bulletin telling of a new dif- 
ferential pressure gauge is now 
available. It contains specifications, 
drawing and ordering information. 
The gauge described is operated by 
a magnetic coupling (GEC 540). 
Pall Corp. 


New heating and cooling book 
Circle 27 on Readers’ Service Card 


The heating and cooling book, 
“Dean Technical Data Bulletin No. 
356,” contains new information on 
heating, cooling, and heat transfer ; 
shows how to figure heating load, 
how to select heating surface, etc. 
(GEC 420). Dean Products, Inc. 


Couplings catalog released 
Cirele 28 on Readers’ Service Card 


Simplified selection of quick con- 
nect/disconnect couplings is made 
possible through the release of a 
new comprehensive catalog. The 62- 
page catalog features a packer 
usage guide. It lists more than 575 
fluids and gases (GEC 370). Snap- 
Tite Inc. 


Radio benefits listed 
Circle 29 on Readers’ Service Card 


The benefits of mobile two-way 
radio are described in a new bro- 
chure prepared for LPG companies. 
It contains a comprehensive listing 
of the many advantages provided 
by radio, with comments from 
specific users (GEC 140). Motorola, 
Inc. 


Warning systems literature 


Circle 30 on Readers’ Service Card 

Loud warning horns and warn- 
ing systems are discussed in a new 
illustrated bulletin now available. 
It describes system components and 
explains with diagrams various sys- 
tem set-ups (GEC 710). Falcon 
Alarm Co. 


Pamphiet—Air Conditioning 
Circle 31 on Readers’ Service Card 
This 12-page pamphlet on air 
conditioning controls used on do- 
mestic and commercial installations 
is now available. It explains the 
functions, specifications and lists 
the trade price of heating-cooling 


controls (GEC 020). Sid Harvey, 
Inc. 
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South Carolina LPGA 
attracts 90, elects officers 


The South Carolina LPGA re- 
cently held its annual convention at 
the Wade Hotel in Columbia, with 
approximately 90 LPG dealers, sup- 
pliers, and manufacturers’ repre- 
sentatives attending. 

H. B. Huckabee of Conway was 
elected president; J. R. Freeman, 
Jr., of Spartanburg, vice president, 
and Pat B. Harris of Anderson, 
secretary-treasurer. Directors are: 
John W. Whitton of Hilton Head, 
J. C, Crews of Seneca, and R. C. 
Griffith, Jr. of Georgetown. Hold- 
over directors are F. W. Farnum 
of Orangeburg and S. W. Campbell 
of Rock Hill. 


Ohio plans 1962 LPGA 
convention in Columbus 


The 1962 Ohio LPGA convention 
will be held in Columbus at the Na- 
tionwide Inn on June 24, 25, 26. 

W. L. “Len” Farmer of Bastian- 
Blessing Co., Chicago, is chairman 
of the convention. Members of the 
committee are: Fred Taylor, Jr., 
Humble Oil Co.; Clarence Halde- 
man, Mt. Vernon Bottled Gas Co.; 
Robert L. Littleton, Ever Gas Inc.; 
Robert J. Ayer, Ayer Gas Service; 
Theodore C. Johnson, The Protane 
Corp.; H. S. Hilton, Phillips Petro- 
leum Co.; Mrs. Warren C. Nelson, 
OLPGA secretary; Edward York, 
Lee Cylinders, and R. E. Peters, 
The Standard Oil Co. 


Oregon LPGA proposes 
a Gas Unity program 


Meeting in Cottage Grove in 
late September, the Oregon LPGA 
voted to promote a Gas Unity pro- 
gram with natural gas utilities 
serving the western Oregon area. 
A committee, composed of dealers 
in areas where natural gas is 
expanding and electricity is a 
threat, was named to pursue the 
project. 

The group also voted to explore 
the possibilities of getting tax 
equality with cooperatives at a 
state level. 


Washington group to fight 
truck registration tax 

The Washington state LPGA re- 
cently voted to make an effort to 
eliminate the existing 25 per cent 
additional state tax on LPG truck 


registration. At a recent meeting 
in Yakima, a committee was ap- 
pointed to carry the program to 
the legislature. Members include 
W. A. Shafer, LPGA Washington 
State director; F. A. Thoreson, 
LPGA District 1 director; Charles 
Donner, Suburban Gas; Charles S. 
Lewis, Petrolane Gas. 

It was also decided to develop 
a leaflet or card to show the proper 
filling procedure for cylinders, for 
distribution to trailer camps and 
service stations. 
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Avoid uncertain deliv- 
eries and artificial short- 
ages. Arrange to have your 
LPG shipped via Mid-America 
Pipeline . 
highway that weather can’t 
block. Seven conveniently - located 


. . the underground 


delivery terminals serve the entire 


upper midwest. 


PINE BEND \_ 
JANES 
: GHARLES VILLE 

SANBORN | city 


? OGDEN 


4 
i fs MOBERLY 
}MEARNEY 
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To be 


completed 
in 1 


Do your customers a favor; get in touch 


with your supplier right away. 





MID-AMERICA 


PIPELINE COMPANY 


OKLAHOMA 





1437 SOUTH BOULDER-@ TULSA, 
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NEW SEALED-FLOW 


Vented Gas Area Heater 


Fate 3 Peseteemen cinerea 


HERMETICALLY SEALED 
COMBUSTION CHAMBER... 
uses one hole in outside wall for 
air intake and venting. 


SNAPPY, PRECISE INSTAL- 
LATION 


COOL SAFETY CABINET 
AGA APPROVED 
COPPERTONE FINISH 
HI-CROWN BURNER 
FORWARD HEAT FLOW 
UP-FRONT CONTROLS 


AVAILABLE IN THREE Sizes: 
10,000, 25,000 and 35,000 BTU'S 


“Deorborn 
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Associations 


Attending the Washington LPGA meeting were (clockwise): Donner, Adkins, Schinman, 
Mcintosh, Ted and G. T. Carlson, Christensen, Nehl, Kincaid, Zedrick, Packard, Murphy, 





Shafer, Thoreson, Steinhauer, Simp 


. Fullerton, Rakestraw, Jack Lewis, Greene, Vander- 


Yacht, Beaulieu, Seim, Humphrey, Charles Lewis and Allen. 


The Washington group is also 
exploring the possibility of creat- 
ing a formal association; a report 
will be made on the proposal at 
the spring meeting to be held joint- 
ly in Portland, Ore., with the 
Oregon LPGA. 


Attending the meeting were the 
following: 


Charles Donner, Suburban Gas, Ta- 
coma; Gene Adkins, Petrolane Gas, 
Yakima; Don Schinman and Don Mc- 
Intosh, both of Mortemp Corp., 
Seattle; Ted Carlson and G. T. Carl- 
son, both of Blue Flame Gas, South 
Bend; Ted Christensen, Reznor Mfg., 
and Earl Nehl, Western Utilities 
Supply, Seattle; J. A. Kincaid, Cen- 
tury Carburetion, Yakima; Joe Zed- 
rick, Blue Flame Gas, Aberdeen; 
Jay R. Packard, Industrial Propane, 


Tacoma; Everett B. Murphy, LPGA 
west coast secretary, San Francisco; 
W. A. Shafer, LPGA Washington 
state director and Suburban Propane 
Gas, Seattle; F. A. Thoreson, LPGA 
district one director and Puget Sound 
Propane, Seattle; Russ Steinhauer, 
United Propane, Yakima; Al Simp- 
son, Inland Petroleum Transporta- 
tion, Seattle; Dale Fullerton and Ken 
Rakestraw, both of Atlas Gas Co., 
Kennewick; Jack Lewis, Western Pro- 
pane, Jack Greene, Anchor Petroleum, 
both of Portland, Ore.; Harry Van- 
derYacht, Northwest Propane, Lyn- 
den; Chuck Beaulieu, Western Gas & 
Power Co., Wenatchee; Roland Seim, 
Solar L.P. Gas, Spokane; Ed Hum- 
phrey, Western Farmers Assoc., Belle- 
vue; Charles S. Lewis, Petrolane 
Gas, Yakima; Dean Allen, Pacific 
Gas & Fuel, Everett. 


The Butane-Propane Institute of Leuisiana and the State L.P. Gas Com- 
mission recently sponsored a five-day safety clinic in five key cities. Ap- 
proximately 500 LPG dealers and employees attended. Shown here with 
Lee Miller, Lee Miller Gas Co., who was in charge of arrangements, are 
the instructors and participants in the program who traveled with the 
clinics. Rear, left to right: Miller; George Fritts, Bureau of Mines; Sidney 
McCrory, Louisiana L.P. Gas Commission; Jack Percy, Gas Equipment 
Co.; Tom Watson, institute office; M. J. Blair, L.P. Gas Commission In- 
spector. Front row, left to right: J. C. Chenevert and Charles F. Loftin, 
Warren Petroleum; Capt. E. C. Lyles, Louisiana State Police; W. U. Moss, 
Institute President, and Bill Sandel, Phillips Petroleum. 
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Give your fork lift business a 















































INSIST ON A GOOD PREVENTIVE MAINTENANCE PROGRAM 


A BPN Exclusive 


It’s A STANDING (AND RATHER 
GRIM) JOKE IN THIS BUSINESS that 
every time a vehicle that’s been 
converted to LPG gets a flat tire, 
the fuel itself gets the blame. 

For that reason, veteran car- 
buretion men warn newcomers to 
the field against making conver- 
sions if a vehicle is not in good 
running condition. It should always 
get at least a thorough checkout 
and tune-up before being converted. 

The same logic applies to vehicle 
maintenance. One of the dealer’s 
strongest selling points is the fact 
that with propane, maintenance 
will be sharply reduced. But this 
doesn’t mean the customer can 
afford to neglect the vehicle. While 
LPG can legitimately claim many 
advantages, one of these very 
definitely is not self-maintenance! 

When you are selling a fork-lift 
fleet, whether it’s new vehicles fac- 
tory-equipped for LPG or conver- 
sions from gasoline, look into the 
customer’s preventive maintenance 
practices. It may be that you will 
need to persuade him to establish 
a program. This may not be so 
difficult as you might think. If he 


NOVEMBER, 196! 


has ever had a tight schedule upset 
by lift truck engine trouble, he 
should know the value of good pre- 
ventive maintenance. Engine fail- 
ure in a busy operation can be 
disastrous. Work piles up, opera- 
tors are idle, and everything bogs 
down. Cost suddenly skyrocket—all 
because a key lift truck konks out 
unexpectedly. 

“A good PM program is just as 
vital for lift trucks as it is for 
other trucks,” says Commercial Car 
Journal, the authoritative fleet 
management magazine, a_ sister 
publication of BPN. “Fix-it-only- 
when-it-breaks-down” type of main- 
tenance is far more costly. Un- 
scheduled downtime or out-of-serv- 
ice time is what really makes the 
breakdown hurt. A good program 
makes equipment run better at 
lower cost. More important it 
gives greater productivity per hour. 
Equipment won’t limp along at less 
than its rated capacity. 

The starting point for any ef- 
ficient PM program is a PM sched- 
ule. Here are four basic services 
and inspections that are recom- 
mended : 

1. Daily Service—once daily or at 
the beginning of each shift 


. “A” Service — 50 hours or 
weekly 

3. “B” Service — 250 hours or 
monthly 

. “C” Service — 1000 hours or 
every four to six months. 


This schedule is based on a one- 
shift-per-day operation. If your 
customer works around the clock, 
obviously the intervals between 
service are closer. 


Daily Service should include 
checking the water, oil, tires, con- 
trols, gauges and battery. This 
should be done by the operator. 


“A” Service should include as a 
minimum: Check for hydraulic 
leaks in hoses, fittings and cylin- 
ders; check oil level in axles, trans- 
mission, hoist, ete.; lubricate entire 
truck; change oil and filter; check 
steering for binding; inspect brakes 
for proper operation; inspect uni- 
versal joints, lift chains (where 
applicable) ; check linkage, pressure 
gauge, pressure check valves; test 
hydraulic relief valve. 


“B” Service should include all 
the A Service plus checks on: brake 
shoe clearance; master cylinder 
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POINTS OPEN 
Tteiw a] 1: 


OWELL 


ee a 
cs. 20> 


al 
Ov¥ 
DY 


brake fluid level; and hoist and tilt 
cylinder for excessive drift. 


“C” Service should include: en- 
gine tune-up; pack wheel bearings 
and check seals; adjust steering for 
minimum backlash; drain and re- 
fill drive housing transmission, and 
hydraulic reservoirs; inspect and 
lubricate elevator and upright roll- 
ers; repair bent or damaged skirts. 


No program, no matter how good, 
works satisfactorily unless’' the 
maintenance department has full 
authority to enforce it. When a 
PM service comes due, the lift truck 
must be available. 


If the crew claims it can’t spare 
the truck, the equipment should be 
serviced at night, between shifts, 
on weekends or other convenient 
times. If this won’t work, there 
should be one or more standby 


LPG-powered engines have a higher initial distributor ad- 
vance because they have a higher compression ration. 


POINTS 
'@ fe} 38 
DWELL 


Cam angle or dwell is 
the amount of time in 
degrees the points are 
Point gap af- 
fects engine timing so 
should 
be checked after new 


closed. 


timing always 


points are installed. 


trucks for use while regular equip- 
ment is being serviced. An old 
“klunker” that has outlived its use- 
ful life can do standby work or 
fill in if there’s a breakdown. 

A good PM program has to go 
further than the maintenance setup 
itself. CCJ cites several secondary 
factors which contribute to truck 
breakdowns: rough floors, bad dock- 
boards, poor lighting, blind corners 
—and most important overloads. 

Lift truck operators can make 
or break any PM program. Care- 
less, inexperienced, or “don’t-care” 
operators run maintenance costs 
sky high. These men should be 
working for your customer, not 


Seven steps 
to long lift truck life. 


against him. They can greatly aid 
the PM program if they are trained 
to spot danger signals of truck be- 
havior. These include a decrease in 
normal speed or power, hard steer- 
ing, worn or damaged tires, poor 
brakes, bent rods or controls, worn 
or partly broken cables or chains. 


Last but not least, accurate and 
complete maintenance records are 
important. Good records show up 
high fuel or oil consumption, re- 
peated parts or component failure, 
and similar profit-robbing expenses. 
For example, if the records show 
an abnormal number of clutch re- 
placements or adjustments, chances 
are the operator is a clutch rider. 
Steps should be taken at once to 
break him of the habit; records 
will soon show how successful these 
steps are. 

Good records also pinpoint re- 
sponsibilities, who’s meant to do 
what, when, and how. This avoids 
misunderstandings and “passing 
the buck.” The net result: better 
control over the entire operation. 


Engine maintenance is perhaps 
the most important item. If the 
engine isn’t running right, the 
truck operates at only partial ca- 
pacity. If it quits, production comes 
to a standstill. Money spent on 
tune-ups pays off in lower operat- 
ing costs, greater production, and 


Load to suit the truck. Capacity varies with load 


length as well as load weight. Overloads 
cause breakdowns. 


ways. 


Keep floors clean and in good condition. This 
includes loading docks, dockboards, and run- 


Replace solid tires when they develop flat spots 





GASOLINE 











or when big chunks of rubber are gouged 
out. Pounding due to such tires ups mainte- 
nance costs, is hard on operators. 

Assign operators permanently to the same truck. 
You'll separate the men from the boys. 

Let a trained mechanic do repair work. Oper- 
ators ruin more than they fix when they play 
mechanic or "Mr. Fix-it." 


Schedule major work well in advance. Don't run 
an engine till it blows up, then panic for a 
fast overhaul to get it back in service. 

Follow a regular PM schedule. Keep complete and 
accurate maintenance records. They tell a 
story. 
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Gas Carburetors 


Great new things are coming from AMIERICAN BOSCH / 


...f0r big loads 
the new ENSIGN CRA 
LP-Gas carburetor-regulator 


Everything is big about the new Ensign CRA car- 
buretor-regulator except its size. Featuring a new, 
compact design, the carburetor contains a simpli- 
fied metering regulator, fuel economizer, and in- 
ternal balance system. The absence of springs, 
pivot pins, and valve levers in the regulator system 
assures long life and high performance. The 
built-in economizer assures maximum fuel econo- 


my in normal operation . . . provides extra fuel 
instantly when extra power is needed. 

Built for heavy-duty operation on largerlifttrucks, 
tractors and power units, the CRA is used in com- 
bination with the Ensign CVS vaporizer. They make 
up an extremely simplified system that is easy to 
install and low in cost. Team up with LP-Gas and 
Ensign carburetion...write for information today. 


8444 


mo vA a AMERICAN BOSCH ARMA CORPORATION 
ane. Commercial Sales Division © Springfield, Massachusetts 


Vaporizer-Regulators 
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Combination Carburetors 


Fuel Regulators 





for long wear 
low vibration 


fast pick-up 


JOHNSON 
VANASIL 
PISTONS 


JOHN DEERE 
Vanasil or 

8 Aluminum 
Pistons—jump 
power output 
as much as 
25% 


MINNEAPOLIS- 
MOLINE 

“U"' Vanasil 
Pistons—light- 
weight, yet tough 
as cast iron 








LP conversions of John Deere and 
MM-“U” tractors result in more power 
and performance with Johnson Vana- 
sil Pistons. Newly patented Vanasil 
amazingly combines the hardness of 
cast iron with the lightness of alumi- 
num. Precision Johnson machining and 
engine “know-how” keeps pistons snug 
without sticking. Tractor vibration is 
kept low... stalling eliminated... 
pick-up increased. 

For John Deere A, G, “50”, “60” 
and “70”... also Minneapolis-Moline 
“U”". Johnson Aluminum Pistons are 
available for John Deere A, B, D, G 
and H models 


JOHNSON COLD MANIFOLDS FOR LP 
GAS keep constant flow at correct temper- 
atures... are available for: 
John Deere A, B, D, G 
International H, M, W-9 
Allis-Chalmers W, WC, WD, WF 
Ford 600, 700, 800, 900 Series 
—also International and Chevrolet trucks. 


WRITE for literature and prices. 


JOHNSON 


MACHINE SHOP 


DEPT. B-42 PONTIAC, ILL. 
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Power 


lower labor costs. The important 
thing is that the customer gets his 
money’s worth. A bad tune-up is 
money thrown away. 


Before beginning a tune-up, CCJ 
recommends a compression test: 
Wide variations between cylinder 
readings usually indicate valve or 
piston ring trouble, or both. The 
mechanic should check the manu- 
facturer’s specs for maximum var- 
iation between cylinders and for 
minimum compression pressures. 
Trouble in the rings or valves 
should be corrected. No tune-up 
can overcome these conditions. 


The first step in the tune-up 
should be a thorough check-out of 
the starting and charging circuits. 
This will assure having the correct 
voltage and amperage. A_ bad 
starter or poor electrical connec- 
tion robs voltage needed to fire 
spark plugs. 

At the same time, there should 
be a check for reversed secondary 
polarity. Getting the primary leads 
reversed at the coil can raise volt- 
age requirements to fire the plugs 
by 35 to 45 per cent. 


The coil should be checked to 
make sure the necessary secondary 
voltage reaches the distributor cap. 
Then the cap itself should be in- 
spected. A worn carbon button in- 
side the center distributor cap 
tower can create a gap between 
the button and the spring contact 
of the rotor. Arcing results, build- 
ing up corrosion and high resist- 
ance. Cracks, dirt, dust, or mois- 
ture in the cap can cause voltage 
to follow the path of least resist- 
ance to the wrong insert in the dis- 
tributor. The cap should get a good 
cleaning. If there are signs of ero- 
sion, both it and the rotor should 
be replaced. 


It’s usually wise to replace points 
and condenser during a complete 
tune-up. Point alignment and ad- 
justment are particularly critical. 
So is the cam or dwell angle. 


Dwell angle is the number of 
degrees the distributor cam rotates 
with breaker points closed. As the 
point gap increases, the dwell angle 
decreases, advancing the timing. 
This has the same effect as rotating 
the distributor. 

Since point spacing has a direct 
bearing on timing, the timing 








its 
NORMAL SPARKING 








FLASHOVER 











FOULED PLUG 


Each spark plug tells a story. The 
flashover is a short from the brass 
terminal at the top of the plug; the 
cracked insulator causes a_ short 
through the insulator from the center 
electrode to the shell, and a fouled 
plug causes the current to short 
across the under surface of the in- 
sulator to the shell. 
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should always be checked after 
point replacement and again after 
250 hours of operation. This is usu- 
ally the best time to tune-up an 
engine again anyway. 

The spark plugs need cleaning 
and checking at each tune-up. Each 
plug should be examined closely be- 
cause it tells a story. Watch for 
damaged plugs. 

A rough running engine, a miss, 
or loss of power, may be caused by 
flash-over, a cracked insulator, or 
a fouled plug. Flashover is a short 
from the brass terminal at the top 
of the plug—over the exposed up- 
per portion of the insulator—to the 
metal shell which screws into the 
engine. A cracked insulator causes 
a short through the insulator from 
the center electrode to the shell. A 
fouled plug causes the current to 
short across the under surface of 
the insulator to the shell, from the 
point where the center electrode 
emerges from the insulator. 

The lift truck maker’s recom- 
mendations should be followed in 
the selection of new plugs. In cases 
of light loads or long periods of 
idling, it may be best to use an 
auxiliary-gap spark plug. This type 
helps overcome fouling caused by 
a buildup of oil deposits. 

Here are a few special tips for 
LPG engines: 

LPG has a higher octane rating 
than gasoline. Because of this, 
basic timing is frequently advanced 
3 to 6 deg. from the original set- 
tings for gasoline. Note in the il- 
lustration that the automatic dis- 
tributor advance is usually modified 
to give 10 to 20 per cent less spark 
advance at maximum speed. 

Spark plugs on LPG engines can 
be about one step colder in heat 
range because the fuel is cleaner 
burning and a higher compression 
ratio is used. Plug gap should be 
decreased too. A good rule of 
thumb is to decrease the gaps about 
0.001 in. for each 10 psi increase 
in compression. 

Perhaps the easiest way to sell 
your lift-truck conversion prospect 





“CLEAN 
TROUBLE- 
FREE 
“LP-GAS 
INSTALLATIONS” 





YALE CHOOSES CENTURY BECAUSE 


.. Century LP-Gas Carburetion Equip- 
ment is especially designed to meet every 
OEM requirement. Simplicity of carbure- 
tion equipment requires only minor 
adjustment. Installations are complete at 
the factory ... ASSURING CUSTOMER 
SATISFACTION IN THE FIELD. 


Remember, Century Equipment is Factory 
Mutual approved, and U/L approved. 
where necessary, and backed by a complete 
factory trained national distributor and 
dealer organization. 


There is a Century LP-Gas Carburetion 
system for factory installation or field 
conversion for all makes and types of 
industrial trucks and equipment. 


SEND FOR 
NEW 
LITERATURE 


Export Sales. Sin Par Automotive 


Singer Products 
95 Broad $! 
New York 


CENTURY GAS EQUIP 
Marvel-Schebler Pro 
Borg-Warne 

Decatur, Illinois 





arkhill 





on the necessity of preventive main- 


REPAIR YOUR OLD NOZZLE 
tenance is to show him material 


such as this—recommendations by Parts and adaptors are in stock 
recognized authorities. The mate- tor tateceis ail 


rial in this article should bear con- 
PARKHILL-WADE 


siderable weight with your pros- 
pect, for all of the facts came from 
475 Huntington Drive, San Marino, Calif. 


Commercial Car Journal, a 50-year- 
old authority on fleet management. 
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TRACTORS or FORK LIFTS 


The way to GO 
“= ats Av ith Met-R-Flo- _% 


~ 


Siphoning of g by thieves has been eliminated by the conversion of transit-mix 


concrete trucks to liquefied petroleum gas at Concrete Service United, Inc., of San 
Jose, Calif. Robert Garcia (left) of Weaver Gas Service, puts load of L.P. gas in 





Met-R-Flo Carburetors are unequaled 
for reliability }@t-performance. LP- 
Gas usder. pressiréis metered 


diregtly-into the 
Only 2. adjustmen 
Available with | 
switch for us on 


ine airstream. 


; idle and power. 


exclusive R 
control. A minimunt of internal parts 


assures eh ervice, 
. Sl ao, 
For the maximum’'in engine power 


and economy usp an ALGAS Met-R- 
Flo Fuel Systema 


Write for complete information 
on the finest in LP-gas Carburetion. 


American Liquid Gas Corp. 








fuel tank as driver Raymond Jones prepares to make daily run. 


LPG halts pilferage, 
saves 300 gals per truck 


PILFERAGE OF APPROXIMATELY 
300 GALS OF FUEL PER TRUCK each 
year has been completely elimi- 
nated by Concrete Service 
United, Inc., of San Jose, Calif., 
by converting its fleet of transit- 
mix concrete trucks from gaso- 
line to L.P. gas. 

Pilferage of fuel is a major 
industrial problem that costs 
fleet operators millions of dollars 
each year throughout the United 
States. 

Concrete Service United has 
five plants at San Jose, Santa 
Clara, and Morgan Hill, Calif., 
with a total of 65 trucks. 

Conversion from gasoline to 
LPG was begun in 1960 on the 
16 trucks operating from the 
company’s main plant at San 
Jose. So far, eight have been 
converted, while four new LPG 
trucks have been added to the 
fleet. It is planned that addi- 
tional conversions will be made 
as trucks are withdrawn from 
service for engine overhaul. 

Elimination of fuel pilferage 
came as a surprise, for the con- 
versions were made to cut down 
on operating and maintenance 
costs after Anthony Conetto, 


company president, read of a 
truck operator at Norwalk, near 
Los Angeles, who saved approxi- 
mately $450 per truck each year 
by converting to LPG. 

However, consumption of LPG 
was considerably lower than an- 
ticipated, showing that pilferage 
had been eliminated by the sealed 
fuel systems. 

“We used to lose 2500 gals per 
year, or about 300 gals per truck, 
for just the ones we’ve con- 
verted,” Conetto said. 

In addition to savings from 
pilferage, the company already 
has saved money in operating 
and maintenance costs. When run 
on gasoline, Conetto said, the 
trucks need a $700-$800 overhaul 
after completing 50,000 miles, 
whereas all the converted trucks 
have far exceeded that distance 
without overhaul. 

Conetto said his converted 
trucks have not yet been running 
long enough to have complete 
service records for such tabula- 
tion, but he said figures compiled 
so far indicate the $400 conver- 
sion cost will pay for itself in 
two years “and we'll still have an 
engine in the trucks.” 
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Two models in the new Onan line of industrial engines: at left, a 2-cylinder, overhead 
valve engine rated at 21.6 hp at 2700 rpm; at right, a 5000-watt electric generating 


plant, driven by an air-cooled, 2-cylinder engine. 


New “family” of industrial engines 
is factory-equipped for LPG 


A NEW “FAMILY” OF INDUS- 
TRIAL ENGINES which has inter- 
changeable parts and fabricated 
from one basic set of tooling 
was introduced in September by 
Onan, a division of Studebaker- 
Packard Corp. 

Designated the “J” line, the 
series consist of 12 basic engines 
which can be produced in an “al- 
most endless variety of models 
with minor modifications and se- 
lection of accessories, according 
to company president C. W. 
Onan. “Our company can now 
produce a greater variety of en- 
gines from one set of tooling 
than General Motors can produce 
from all its various assembly 
lines.” 

Among the interchangeable 
modifications are the fuel sys- 
tems. The J series is available 
for use with L.P. gas, natural 
gas, gasoline, or diesel. The en- 
gines have been designed with 
parts that are compatible with 
ali these fuels: for example, “the 
crankshafts, which are light 
enough for gas, are also strong 
enough for diesel,” says Onan. 

L.P. gas carburetors are avail- 
able as original equipment from 
the factory. Onan makes its own 
modifications of standard Carter 


gasoline carburetors. Carter is 
making a special die half which 
will cast bosses for gas use. 
These will be drilled for spud 
connections, and the conversion 
parts will be installed at the 
Onan plant. 

The Minneapolis firm, which 
has made its reputation as a 
manufacturer of electric gener- 
ating sets, expects the J line to 
broaden its field to take in new 
industrial markets it has not 
heretofore tapped. Models being 
produced include 1-, 2-, and 4-cyl. 
engines with generating capac- 
ities ranging from 3 to 15 kwh. 





"THE BIG DEAL BOYS" 


| 
Caleta 


PET 
wort 
=. 


pens 


Kermit Bulla 
Hercules Casualty Insurance Co 


“Sounds like ye better cinch thet pop 
off valve some more” 
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Bottle 


Gas 
Fittings 


Hundreds of types of 
high quality fittings in our 
large factory inventory, 
to give you prompt 
shipment on rush orders. 


SPANCO 
BRASS Co. 


Otsego, Michigan 
Div. of Parker-Hannifin Corp. 





ay) CLASSIFIED Advertising 


All Classified Advertising payable with order. 
No ency commission or cash discount on 
classified advertising. Copy must reach pub- 
lisher’s office prior to the ist of the month 
preceding —_——_ Address: Classified Ad- 
vertising aterials, BUTANE - PROPANE. 
owe, ve S. Alvarado Street, Los Angeles 
, Calif. 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 
18, 14, 12, 10 pt, display type for headings. 
Set with 1 pt. border. aximum ad_ size 
”. No cuts permitted. Publisher will set 
ad for maximum effect in space purchased. 











DISPLAYED CLASSIFIED 15¢ a word. 
Set in 6 pt. type without border. $6.00 minimum 


charge per insertion. If Blind Box number care 


of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


When full payment is made in advance for four 
consecutive insertions of undisplay classified ads 
a 10% discount is allowed. 








SITUATIONS WANTED 





20 YEARS OF EXPERIENCE FROM BOT 
TOM to top. Have the know how and will do 
in Service, Sales, Office management, Bulk in- 
stallation, Conversion or what have you. Ex 
cellent references and willing to relocate. Reply 
N. A. Naile, 1221 Park Street, Vincennes, Ind. 





HELP WANTED 


NEED FIVE FIRST CLASS COMBINA.- 
TION fitters and gas appliance servicemen. 
High school graduates, age 25 to 40, minimum 
of six years of servicing experience on all 
types of gas appliances and air conditioning 
equipment. Hourly rate $3.10 plus liberal 
fringes if you qualify. Telephone (collect) 
Frank Keller or John Bolender care North 
Shore Gas Co., Waukegan, III. 


MANAGER FOR ROCK SPRINGS, WYOM- 
ING L.P. Gas operation. Must have instal- 
lation, sales and service experience. Excellent 
opportunity for right man. Send full details 
to V-1 Oil Company, P. O. Box 2436, Idaho 
Falls, Idaho. 


EXPERT SERVICE MAN. MUST KNOW 
bulk plant operation. Tank truck and 100 pound 
cylinder deliveries. New York State. $100.00 
=e week. Reply Box 40, BUTANE-PROPANE 
nan 198 So. Alvarado St., Los Angeles 57, 
alif. 














BUSINESS OPPORTUNITIES OFFERED 


LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest. 
Have number desirable ts for sale. OLE 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Bldg., Minneapolis, Minnesota. 


IS YOUR GAS BUSINESS FOR SALE? 
If so, do yourself a favor and contact us be- 
fore <<. We are interested in purchasing 
LP gas businesses, in the Central United 
States, preferably ones with annual gallonages 
in excess of one million gallons. Write to Box 
33, BUTANE-PROPANE News, 198 So. 
Alvarado St., Los Angeles 57, Calif. 














FOR SALE 


Complete bulk plant with a 30,000 gallon 
tank. An up-to-date plant, engineered by 
Phillips Petroleum, wonderful opportunity 
for expansion not only in propane but all 
Phillips products, in a growing area. 


Centact JOS. M. PULICI 
Hawley, Penna. 








LP GAS BUSINESS 


Approximately four million gallons, 
of which 75 percent are captive cus- 
tomers. Midwestern company, 5 new 
plants. All equipment less than three 
years old. Will sell or merge with 
major company. Reply 


Box 41, BUTANE PROPANE News, 
198 So. Alvardo St. Los Angeles 57, Calif. 
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FOR SALE—TRUCKS-TRAILERS — Cont. 








FRANCHISE OPPORTUNITY CHEMICAL 
Engineering Corporation will add a_iimited 
number of franchised dealers to its family of 
CESCO Soft Water Service Dealerships. In- 
vestigation will reveal—l. Selected protected 
territories available to you.. 2. Unique process, 
tested for five years, guarantees unusual poten- 
tial for growth. 3. Rental system appeals to 
LP-Gas customers. 4. System assures safe, 
clean, soft water. 5. Factory engineer assists 
in setting up regeneration plant and training 
personal. 6. Staff of recognized authorities in 
accounting, promcetion, engineering, and :man 
agement available for consultation. 7. Factory 
laboratory available for assistants in solving 
unusual water problems. 8. Excellent oppor- 
tunity to add new department to your estab- 
lished business. 9. Successful dealers will 
discuss operations with you and anwer your 
questions. 10. Capable of producing net profit 
in five figures with minimum manpower. Write 
or call today for further information. Carlton 
E Cruse, President, Chemical Engineering 
Corporation, Fort Wayne, Indiana. 


TRANSPORT FOR SALE—GOOD CONDI- 
TION, complete with pump, 9,500 w.g., ready 
to work. Call WAlnut 7-8703, Minneapolis, 
Minnesota. 





USED 
PROPANE DELIVERY TRUCKS 


Several late model twin and single units, 
1200 to 2200 W.G., reconditioned and ready 
for service. Buy now before Fall rush begins, 
25% down, balance 24 months. Call or write 
for description and prices. 


PRESTON GRACE 
WHITE RIVER DISTRIBUTORS, INC. 
Batesville, Ark. Phone RI-3-2374 








FOR SALE — TRUCKS - TRAILERS 





FIVE USED TRAILERS—6850 to 8000 Gal. 
Capacity—-202 steel—extra good tires and me- 
chanical condition—start saving that hauling 
money—priced from $5250.00 to $5995.00. 
“PAT” & “CHUCK” SUPPLY CO., “The 
Tradingest Monkeys Anywhere!”, Box #15333 
—Pho. JE 6-2848, Ft. Worth, Texas. 





USED PROPANE DELIVERY TRUCKS. 
1200 to 2200 W. C. Presently in use and 
being replaced with larger units. United Pe- 
troleum Gas Co., 4820 celsior Blvd., Minne- 
apolis 16, Minnesota. 


TRANSPORTS FOR SALE: COMPLETE 
road ready Butler Propane blimp transports, 
6600 to 7100 gallon capacity, with or without 
tractors. Excellent condition, ready to haul 
gas. Write or call Dixie Gas, Inc., Marks, 
Mississippi. 





BARGAIN HUNTERS! 
Save on LPG Delivery Costs! 


Why lease when you can own for 
less? Think of it! You can have o 
modern, lightweight, 1800 WG twin, 
mounted on a 2-ton truck with high 
flow plumbing, hose, rear cabinet in 
one package, on easy Nor-Tex terms, 
for $5,860.00. Buy now while they last 
for only $586.00 down. Pay the bal- 
ance in up to 36 easy Nor-Tex monthly 
payments, Write, wire or phone today! 


NORTH TEXAS 
TANK CO. 


Denton, Texas 382-5416 
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REDUCED 


TO SELL FAST 


Used LPG transports. Twins and blimps. 

In excellent condition and ready to roll 

for fall-winter season. These transports 

are money-making, profit-making buys. 

Priced for immediate delivery. Cash 

deal . . . no trade-ins at these prices: 
| fine twin $2,500 


2 first-class blimps ...$4,500 each. 


CALL TRINITY—WIRE TRINITY 
in DALLAS, TEXAS 
MElrose 1-4420 4001 Irving Boulevard 











L.P.G. TRUCK TANKS 
TRADE WITH A TRADER! 


NEW .... "Lightweight" Units... 
Over 50 Units Ready to Go... 
“Fast-Flo" Plumbing, etc. . . . 1500 
pins (OOO. ce BORO 5 2200 swe 
2400 . . . 2600 .. . Single & Twins. 
All Makes New Truck Chassis at 
FLEET PRICES. SAVE MONEY. 10% 
Down . . . 36 Mo. to Pay! 


Write—Phone—Preston Grace 


WHITE RIVER DISTRIBUTORS 


Batesville, Ark.—Ph RI-3-2374 
We Have USED UNITS Also! 
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CLASSIFIED ADVERTISING 








FOR SALE — TRUCKS-TRAILERS—Cont. 


FOR SALE—MISCELLANEOUS 


PROFESSIONAL SERV.—Cont. 





1958 CHEVROLET WITH TWIN 750 Gal. 
Propane (U69) tanks, Neptune meter, Viking 
pump, ready to deliver gas—a real ‘“‘work hoss”’ 
—only $3795.00. “PAT” & “CHUCK” SUP- 
PLY Co., “The Tradingest Monkeys Any- 
where!”, Box #15333—Pho. JE 6-2848, Ft. 
Worth, Texas. 





6403 CHEV 1958 V8: 1500 WG SINGLE 
barrel, fast flo pate. dual electric hose, 1%” 
Neptune Print-O-Meter w/temp corrector side 
cabinets. ice clean truck. Westfield Gas Co., 
aul & Union Westfield, Ind. Phone 3-3033. 





FOR SALE: 1958 L.M.C.—8450 gallon trailer, 
T-1 steel #265 W.P.—$38, 000.00. 1959 IHC 
VP-225 tractor—$4,750. sh Complete unit ... 
$12,750.00. 1958 LM 9000 gallon Mack 
T-1 steel #4265 win So, 000.00. 1955 Mack 
B-61 tractor—$4,750.00. Complete unit . 
$13,750.00. Both units operating and in extra 
good condition. Ace Gas Inc., Phone 28-J, 
Superior, Nebr. 





FOR SALE—TANKS-CYLINDERS 





SPECIAL SALE USED 100 Ib. cylinders—re- 
tested, repainted and plugged—good as new—ten 
or more—$9.95 each, F.O.B., Tulsa, Okla. Can 
furnish brand new 10% valves and caps for 
$3.45 each, “PAT” & “CHUCK” SUPPLY 
CO., “The Tradingest Monkeys Anywhere!”, 
Box #15333—Pho. JE 6-2848, Ft. Worth, Texas. 





USED 1 POUND GOSS No. 930 refillable L. P. 
Cylinders only, Some with valves as is. Ideal 
for portable L.P. food warmers, demonstrators, 
torches, etc. Regular $9.95. Close out $2.50. 
CAMPMASTER ALUMINUM COOK 
STOVE, 2-burner complete with hose, regulator, 
quick ke couplers, wind screen. Special $19.50. 
4 PO YLINDER with valve for above 
$7.50. TRAILER REGULATORS with P. O. 
L. very special $2.69. Lowest prices on all L.P. 
Equipment—immediate delivery. Write for cata- 
logue. Home Gas Equipment Company—De- 
— B8, 1301 Carnegie Ave., Cleveland 15, 
io. 





TANK CYLINDERS — APPROXIMATELY 
800 tanks, ICC 4 C 116—68 pounds capacity 
Butane Propane Gas. All recently in use, 
changing gas systems. Price reasonable. Tank 
Gas Corporation, Box 32 Crane St. Station, 
Schenectady 3, New York. 





WANTEB—MISCELLANEOUS 





WANTED: 12,000 to 30,000 GALLON tanks. 
Sie location, manufacturer and year and upen- 
ng in tank (picture helpful). Also need used 
" Neptune Printometers with or without com- 
pentator. Reply Box 32, BUTANE PROPANE 
fe 198 So. Alvarado St., Los Angeles 57, 
Calif. 


WANTED: USED LIQUID PROPANE 
METERS in operating condition. Quote price. 
Reply Ideal Gas & Appliance, 14 North Ist, 
Nyssa, Oregon. 





WANTED: USED DELIVERY UNITS, 
meters, pumps, domestic and bulk tanks . . 

ANYTHING FOR LPG USE! ! Write or call 
and let us know what you want to swap or sell 
—we will buy outright—trade fittings and sup- 
plies—trade any way you want to—here is a 
chance to clean up that warehouse or storage 
lot | {| “PAT” & “CHUCK” SUPPLY CO., 
“The Tradingest Monkeys Anywhere!”, Box 
#15333—Pho. JE 6-2848, Ft. Worth, Texas. 





WANTED TO BUY. USED BULK PLANT 
PROPANE equipment, tanks, scales, pumps, 
motors, etc. Give description and price. Reply 
Box 39, BUTANE-PROPANE News, 198 So. 
Alvarado St., Los Angeles 57, Calif. 
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SERVEL REFRIGERATORS 
4 & 6 cu. ft.—U-type Evaporator 
6-7-8 cu. ft. Cross-top Freezer 
Used But Not Abused 
Clean—Guaranteed—Low Cost Shipping 
FRED A. BROWN CO. 


170 W. Cum 2s. Phila. or Pa. 
Est’d 1918 Call Col E 9-1130 











Standby - Peak Shaving 


Safe - Simple - ae 
Design - Engineering 


APPLIED ENGINEERNG COMPANY 
Orangeburg, S. 








WHY PAY MORE? BRAND NEW 5 lb. dry 
chemical fire extinguishers — with brackets — 
$21.98. 20 lb. size for $49.98. “PAT” & 
#““CHUCK” SUPPLY CO., “The Tradingest 
Monkeys Anywhere!”, Box #15333—Pho. JE 
6-2848, Ft. Worth, Texas. 


DIXIE SEMI-LOCK HOODS, ALUMINUM 
and Aluminum coated steel. Wall bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing Com- 

pany, Elizabethtown, Kentucky, Box 65. Phone 
Collect ROS-5429. 








%” HOSE—350#% W.P.—100 feet for only 

“PAT” & “CHUCK” SUPPLY CO., 

Tradingest Monkeys Anywhere!”, Box 
#15333—Pho. JE 6-2848, Ft. Worth, Texas. 





SPECIAL SALE: IMPERIAL 300 carburetors 
—while they last—$27.95 ea. “PAT” & 
“CHUCK” SUPPLY CO., “The Tradingest 
Monkeys Anywhere!”, Box #15333—Pho. JE 
6-2848, Ft. Worth, Texas. 





DECALS MADE FOR TRUCKS, EQUIP. 
MENT. Small or large quantities. Pare i free. 
Mathews Co., 827 S. Harvey, Oak Park, Ill. 


TWO 7 x 7 GARDNER DENVER COM- 
PRESSORS—400_ rpm—Max. agen ara 602%. 
Model R7BH used in Propane-Air = Model 
R7BK new, has never been used. Other equip- 
ment from Propane-Air plant available. All 
priced very reasonably. aquoketa Gas Com- 
pany, 109 S. Matteson, Maquoketa, Iowa. 








FOR SALE — IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. gas consumption. Auto- 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write for de- 
scriptive — Eureka ean Com- 
pany, P.O. 396, Beloit, isconsin. 


PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and Jastaliad 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 











SERVEL GAS REFRIGERATORS 
6 and 8 cu. ft. 

Some with cross-top freezers 
Used, excellent condition, guaranteed per- 
fect operating order. Low delivery cost from 
our warehouse nearest to you. Special price 
for half or full trailer loads. Send for photos 
and details. 


BEACH REFRIGERATOR CO. 
196-11 Northern Bivd. Flushing 58, W. Y. 
Phone: FLushing 7-6161 














PROFESSIONAL SERVICES 





INCREASE YOUR rogriss BY APPLY- 
ING my — Financial controls 
that show  istioe for your operations. 
Evaluations, revisions, and accident 
i sig upped. 821 Groton Ave, 

anagement rofton Ave., 
Webster Groves 19, Mo. 


L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Colorado, 
Florida, Georgia, Kansas, Louisiana, Mis- 
sissippi, New Mexico, Oklahoma, Tennessee 
and Texas. 


PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gammage, President 
P. O. Box 1662 Houston, Texas 














BUSINESS RECORDS 





BUSINESS RECORD FORMS. ALL- 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de- 
liveries. 1000 sets (3 part) rinted — Nie a 
address and telephone. $18.00 per 

Advise make of meter. pay s¥s- 
TEMS, Dept. BP WOODSIDE 77, L. I., N. 





SERVING 20,000 a ge 
NIES over 30 years with 

cards, custemer reminder Eze-Stik labels, Mele: 
phone call—service order—L/P metered deliv- 
ery invoices, Eze-Snap Service Form, Duralu- 
minium ticket holders, Sort-O-Matic > teth, on 
Write us for details, no obligation. DEGREE 
DAY SYSTEMS, Dept. BP., WOODSIDE 
77, NEW YORK. 








RESEARCH SERVICES 








FACTS THAT SELL 


The truth about LP b ms vs all other 
fuels, combats false ideas, selis pros- 
pects on economy, cleanliness and 
trouble-free performance. 


RESEARCH DIGEST REPORTS, pro- 
duced in our $100,000 “Home and 
Farm’ laboratory, bring you unbiased, 
non-subsidized, authoritative test re- 
sults to help you sell. New report each 
month keeps you up-to-date on facts. 
Write today for complete details about 
this low-cost service. 


N. H. Stark Corporation 
Grafton 1, Wis. 




















ADVERTISERS Piva ea ogy ot gy a 


1961 Butane-Propane Catalog. 


ee ee 


This advertisers’ index is published as a convenience and not as part of 
the advertising contract. Every care will be taken to index correctly. No 


Nov. 2-3—Agriculture Petroleum Semi- 
nar—Louisiana State University, Baton 
Rouge. 


Nov. 6-l0—New York State LPGA 
Service School. 


Nov. 10—West Virginia LPGA Conven- 
tion—Hotel Fairmont, Fairmont, W. 
Va. 


Nov. 13-15—American Petroleum Insti- 
tute annua! meeting—Conrad Hilton 
Congress, and Palmer House Hotels 
Chicago, !H. 

Nov. 17—NGPA panhandle plains r2- 
gional meeting—Herring Hotel. Ama- 
rillo, Texas. 


Nov. 17-18 — Butane-Propane Institute 
mid-year meeting — Capitol House 
Baton Rouge, La. 


Nov. 26-27—Mississippi L.P. Gas Deal- 
ers Association annual fall meeting— 
King Edward Hotel, Jackson, Miss. 


ov. 27-29, Dec. 4-8—NFPA technical 
committee meetings—Hotel Manhat- 
tan, New York City. 


Dec. 5—Wisconsin LPGA Convention— 


East Side Businessmen's Association 
Club House, Madison, Wis. 


Dec. 18-19— Better Heating-Cooling 
Council annual meeting—Hotel Del- 
monico, New York City. 


1962 
Jan. 16—New York State LPGA Con- 


vention. 


Jan. 18—Maryland L.P. Gas Industry 
meeting—Annapolis, Md. 


Jan. 19—Gulf Coast NGPA meeting— 


Robert Driscoll Hotel, Corpus Christi 
Texas. 


Jan. 22-26—NFPA technical committee 
meetings — Hotel Manhattan, New 
York City. 


March 15—Maryland L.P. Gas Industry 


meeting—Reisertown, Md. 


April 12-13—Western Canada LPGA 
convention—Hotel Palliser, Calgary, 
Alberta. 
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BUTANE-PROPANE News 








CUSTOM(ER) 


EVERY LUBBOCK “ 2 TRANSPORT ON 
the road today is the product of teamwork between customer and 
Lubbock Machine and Supply. It’s designed to deliver top payloads at 
money-saving prices. It couldn’t even be delivered through “mass pro- 
duction” channels because we don’t start building until we have your 
exact needs on paper. [J That’s why you'll save money by getting in 
touch with your nearest Lubbock Machine and Supply field representative. 
He’s the man with the y plan you’ve waited for. 








PROPANE TRANSPORTS I U To contact your nearest 
ANHYDROUS AMMONIA TRANSPORTS ; 13321016) .¢ re jonal re resentative 
GASOLINE TRANSPORTS . p . ‘ 

CRUDE OIL OR WATER TRANSPORTS MACHINE & SUPPLY CO.: ING. call, wire or write 


ASPHALT TRANSPORTS our Lubbock sales office. 
STAINLESS STEEL TRANSPORTS 





Performance proves it, year after year—you can 
count on Powell Valves to help you solve the toughest 
flow control problems handling butane, propane and 
other hydrocarbons. 

This truly dependable performance results from 
many things—among them Powell’s engineering 
know-how, accumulated during 115 years of vaive 
manufacture .. . and tested designs to meet the 


YOU CAN COUNT ON POWELL VALVES 


requirements of liquified petroleum gas service, 
approved by Underwriters’ Laboratories, Inc. 

Then, too, you can count on getting the Powell 
Valve you need, when you need it. That's because 
Powell maintains a network of distributors backed 
up by factory inventories, warehoused “ready to go.” 

Get the full story from your nearby Powell Valve 
Distributor, or write us direct. 
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115th year of manufacturing industrial valves for the free world 


POWELL [PG VALVES 


THE WM. POWELL COMPANY CINCINNATI 22, OHIO 


















































